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of special interest 
to eastern Canadian 
real estate brokers 


BOULTBEE, SWEET & CO. LTD. 
VANCOUVER, B.C. 


Announces the opening of a department created to work with and answer enquiries 





from brokers in Eastern Canada. 


As more and more clients are becoming increasingly interested in the fast moving 
Western Canadian development we believe you will require a dependable ‘‘on the 
spot’”’ correspondent capable of answering enquiries with up-to-the-minute accurate 
information. We are also interested in setting up a reciprocal information arrange- 


ment with any reputable Eastern real estate company. 


As a large experienced Western Real Estate House dealing also in mortgages, in- 
vestments, insurance and sub-divisions, it is our policy to give what we believe to be 


accurate and current information. 


Your enquiries will be given prompt and courteous attention if addressed as follows: 


Eastern Department, 
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“It is well for a man to respect his own vocation, whatever 
it is, and to think himself bound to uphold it and to claim 
for it the respect it deserves.”—Charles Dickens. 


The tighter money policy of banks and other lending in- 
stitutions is causing quite a shakedown in the residential and 
industrial development field, the Financial Post reported in a 
recent issue. 


Those being caught most short are the speculative builders 
without adequate capital. The backing they had hoped to 
obtain from conventional Canadian sources and some foreign 
sources is proving more elusive, more rapidly than was anti- 
cipated since the new increase in the rediscount rate by the 
Bank of Canada and the generally tighter money policy by 
all banks and lending institutions. 


Some smaller builders are reported to be paying up to one 
per cent more than the conventional six per cent rate for 
loans, and big developers are finding it not quite so easy to 
obtain large loans from U.S. and other foreign sources. 


The result will probably be greater dependence on private 
loans at higher rates for the coming months. The slowdown 
in housing starts, due in large part to credit restrictions, 
is becoming more and more noticeable as the months go by, 
and though estimates of starts show a likelihood to surpass 
last year’s record, these were compiled early in the year 
and may be due for revision later on. The greater difficulty 
in obtaining financing is expected to hit residential construc- 
tion mainly. 
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This orticle is the substance of a lecture given at the Annual Meeting of the 
Parks and Playgrounds Association of Montreal in February, and is 

reprinted from the Community Planning Review of the 

Community Planning Association of Canada. Mr. Campeau 

is the Director of Montreal's City Planning 

Department, is vice-president of the Community 

Planning Association of Canada and president of the Quebec 
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Lack of open spaces in a city is a 
real curse, because any city needs 
space for the free flow of transport- 
ation and movement of people; space 
in which to create a desirable environ- 
ment for living and for work; space in 
which the functions of the city and 
the aesthetics of our time may be 
welded into an inseparable unity. 


There is ample evidence of the hun- 
ger of urban people for open space. 
The diminutive plaza in New York’s 
Radio City evokes spontaneous res- 
ponse and the successs of planned 
suburban residential communities and 
neighborhood shopping centres attest 
to the very good business of adequate 
space, which land promoters and 
developers are starting to learn the 
hard way in our own nation. 

It is lucky indeed that human nat- 
ure cannot live for ever on bricks and 
mortar. Latent within every human 
breast is the craving to escape from 
the frictions of city life into the open 
spaces and to re-create one’s self in 
the “simplicity, the severity, the 
silence, and the beauty of nature”. 
The proof is at the outlets of Mont- 
real at every week-end in summer- 
time. The exodus of citizens to the 
country is so frenetic that one could 
compare it to the effects of an atom- 
bomb blast. It is comparable to the 
great migration of birds running after 
the sunshine of far-away lands. The 
only explanation lies in the need of 
finding free land, with greenery and 
flowers to replace the artificial frame 
of every-day urban life. 

In order to effect a “freer move- 
ment of traffic”, we decided that cen- 
tral parks around which traffic had 
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been travelling for many years must 
be cut, bisected and reduced to hand- 
kerchief dimensions. We have even 
railed them off or set them on inac- 
cessible islands, like unnatural decor- 
ation. The destruction of trees, the 
destruction of beauty, the catering 
to automobiles, irrespective of the 
price paid, has made the downtown 
shopping centre much less attractive 
than it formerly was. 


We are constantly told that people 
will not walk more than a block or 
two after parking their car. The 
main reason is because of the desola- 
tion and the plain unattractiveness 
of the walk. 


The Downtown Area 

Beauty, and especially parks—the 
only things left to eliminate the drab- 
ness in our city—have a real economic 
value. Many people, however, believe 
that beauty is not important and that 
it has no value in a highly commer- 
cialized town like Montreal. Those 
people are wondering why shoppers 
are giving up coming downtown and 
are utilizing outlying shopping cen- 
tres, which are doing their best to 
become attractive. They do not ask 
themselves why Rockfeller Centre 
goes to great expense in an attempt 
to grow trees adjacent to Radio City 
on the Fifth Avenue of New York, 
why flowers have been planted in the 
middle of Dorchester Boulevard in our 
Montreal. 


Deficiencies in park areas and in 
recreational facilities have resulted 
mainly from ill-planned land uses. 
Zoning practices in the past have pro- 


Division of the Association. 


vided extravagant areas for commer- 
cial and industrial uses, and the result 
has been an urban pattern riddle with 
mixed land uses and an absence of 
stability in the residential improve- 
ments. Consequently either excessive 
land values have rendered it too ex- 
pensive to allot adequate open space 
for recreation, or parks have been 
swallowed by commercial and indus- 
trial areas from which the people are 
now trying desperately to escape to 
a better living environment. 





































Problems of Renovation 

Uncontrolled spread of blight has 
hastened the flight to the suburbs; 
indeed the absorption of open space 
within the central area was a major 
factor in creating this blight. The 
combination of mixed land uses, phy- 
sical deterioration and lack of open 
space has created a situation which 
can hardly be cured by the injection 
of occasional playgrounds into these 
areas. Rebuilding slum areas ought 
to be predicated upon the provision of 
ample open space. 


In older sections of the city, because 
of their complete congestion, it used 
to be thought impossible to create any 
of the needed open spaces except at 
great cost. Now, however, we know 
that such spaces can be provided in 
plans for slum clearance and the re- 
habilitation of obsolescent neighbor- 
hoods. The renovation scheme pro- 
posed in Montreal’s Dozois plan con- 
tains a proposal for at least 10 acres 
of open space for park and play- 
ground. 


The widening of Dorchester Street 
is a good example of a “bleeding” 





executed right in the heart of con- 
jestion to relieve urban pressure 
created by lack of open space in an 
overbuilt area. 


New Subdivisions 

Urban developement, under the 
pressure caused by the deserts of mas- 
onry, has become increasingly chaotic 
in its widespread decentralization. 
At the same time, the greater leisure 
possible under modern production 
methods has created a need for out- 
door recreational areas. Not only is 
more leisure time available, but the 


intensified nature of modern produc- 
. 


TANKOOS YARMON 


LIMITED 


Part of the plan of the 
block-size play centre 
developed by Cornelia 
Hahn Oberlander for 
a congested neighbor- 
hood in Philadelphia. 
Area A, for smaller 
children, has climbing 
logs (1) and tables 
and stools (5) and is 
enclosed by a _ low 
wall on which mothers 
may sit. Area B is for 
larger children, has 
the _Noller - Neilsen 
play sculpture and 
other interesting fac- 
ilities. Area C pro- 
vides a resting area 
with concrete benches 
and game courts and 
tables for adults. All 
areas are paved ex- 
cept those marked by 
circles. The remain- 
der of the area, at 


right, is a ball field. 
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tion has rendered the necessity for 
relaxation and recreation all the more 
important. One of the most vital as- 
pects of community living, and the 
one which has too frequently been 
avoided, is adequate space for re- 
creation. 


Urban growth has been and still is 
a mad scramble to subdivide and sell 
every parcel of property that could 
receive a building. Open space would 
be easily available if it was so planned 
and reserved when land is still inex- 
pensive. 


It is a foolish error not to reserve 
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the required open space within all 
new subdivisions spreading out across 
the urban landscape. Adequate stan- 
dards of open space are urgently 
needed in order to avoid a repetition 
of the identical problem presented by 
the blighted city centre. Now is the 
time to prepare the open space within 
the growing subdivisions, for we can- 
not forget that the slums of today 
were the subdivisions of yesterday. 


This is the reason the Planning 
Department has requested that a new 
provision of the City Charter should 
oblige any promoter to set aside the 
land needed for open spaces within 
new housing developements. 


What would Manhattan do without 
Central Park? Chicago without Lin- 
coln Park? San Francisco without the 
Golden Gate Park? In contrast, what 
a price the people have to pay to make 
the land for Chicago’s lake front, and 
the Moses parkways in New York. 
If ample space is not reserved now, 
speculation will grip only more firmly 
and sink its roots deeper into the 
nourishment of urban expansion. Re- 
servation of open space—greenbelts 
for recreation, broad thoroughfares, 
public services—is the least our cap- 


ital expenditure program should in- 
clude. 


Increased Values 

A rare example of conscious civic 
design, Radio City in New York 
reaches for a new space freedom and 
its attractive plaza is a showplace of 
the city. The buildings were planned 
to meet the practical requirements of 
space and construction, and yet it was 
also found practical to allot an open 
space for a handsome plaza. 


Attention to the proportion of open 
spaces and building masses was an 
integral part of city building in the 
greatest cultural periods of the past. 
Do not these features pose a pertin- 
ent question as to just where practical 
planning begins and where it ends? 
The rare features of Radio City were 
considered practical for this great 
commercial project; might it not be 
considere equally practical to plan 
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even more adequate open space in our 
city? 

It is not for philanthropic reasons 
that high-gear promoters are willing 
to set aside high-cost footage for a 
plaza right in the most valuable part 
of a city. Do not imagine that a plaza 
within the C.N.R. Station area, north 
of Dorchester Street, would be a sac- 
rifice from a real estate point of view. 
On the contrary, it would be a very 
shrewd and sound investment. The 
same reasoning applies to a square or 
a community park within any housing 
development. It is capital investment 
as sound as federal bonds. 

The decade following the initial con- 
struction of the New York Central 
Park saw an enormous increase in the 
value of the lands located in its vic- 
inity. Spectacular figures have also 
been established by the Westchester 
County Park Commission. Values in- 
creased more that 10 times around its 
county parks. Minneapolis invested 
$15,000,000 in parks and realized that 
within a few years it had been entirely 
repaid by increased tax returns. 

Whether our intense modern civil- 
ization is to survive or not depends 
on complicated biological factors yet 
only vaguely understood. We do 
know that open air and sunshine and 
opportunity to play are vital to com- 
munity well-being. However profit- 
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able parks have proved themselves 
through their favorable effect on 
land values, their greatest contri- 
bution was and still is an immeasur- 
able social one. 


Distribution of Open Spaces 

Open spaces are an integral part 
of the urban master plan and one as 
important as housing, industry, com- 
merce and traffic. They are insepar- 
able from any urban complex. 

It is the balance of various types of 
park and play areas and their distri- 
bution which determines whether or 
not a community is well served. Stat- 
istically, parks and _ playgrounds 
might be sufficient in amount, but the 
maldistribution of available facilities 
is much more important. This com- 
bination of circumstances makes it 
imperative to take into acccount 
neighborhood units in planning for 
open space requirements. 


The Montreal Master Plan 


On the basis of these fundamental 
principles, the City Planning Depart- 
ment prepared a master plan of open 
spaces for Montreal, which was ap- 
proved in principle by the city au- 
thorities only a few months ago. 

At the end of the year 1954, Mont- 
real statistics showed the following: 
the population was 1,060,000, the 
public open spaces numbered 241 and 
covered nearly 3,000 acres, while the 
territory of the city covered an area 
of 32,330 acres, of which 2,332 are 
under water either in the Saint Law- 
rence or in the Riviére des Prairies. 

If we limit ourselves to comparing 
the area of the city to the area of open 
spaces, it will be found that the open 
spaces represent approximately 10 per 
cent of the area of the city that can be 
built upon, or 3,000 acres of public 
open spaces in an area of 29,998 acres. 
This percentage seems satifactory at 
first sight. 

However, if this total area of public 
open spaces is more completely an- 
alysed, it will soon be found that more 
one half is made up of the overall 
areas of the six largest parks of the 
city. 

On the other hand, studies show 
that there is a deficiency of play- 
grounds and playfields and that in 
many cases there is insufficient area 
of the latter when they already exist. 


Standards for the 
Planning of Open Spaces 


Since the objective of the master 
plan is to meet these specific needs, 
it is necessary that certain standards 
be established, taking into account 
the difference in functions filled by 


the various types of open spaces and 
the present and ultimate population 
of the city, and especially according 
to sex and age group formations with- 
in the city. 

Knowing the area of Montreal, and 
also its ultimate population, the next 
step was to adopt standards which 
would allow adequately for the needs 
of the city in parks or green spaces, 
in playgrounds and in playfields. In 
establishing these standards, it was 
necessary to take into account the 
space needs entailed by the rational 
use of the urban land for housing pur- 
poses, various institutions, commer- 
cial establishment and industrial en- 
terprises. 

The most urgent and essential pro- 
blem to be solved was that of insur- 
ing a functional distribution of open 
spaces, in sufficient numbers and of 
satisfactory areas, inside the limits of 
the city. In this connection, it was 
important to determine the econom- 
ical percentage of the Montreal ter- 
ritory which might be used for such 
purposes. 

After numerous comparisons and 
diverse analyses, the desirable area 
has been fixed at 4,000 acres or 13.3 
per cent of the territory of the city. 
This figure is approximately 1,000 
acres more than the present area 
of free space in Montreal. The pro- 
portion will be one acre of free 
space per 375 person. It must be re- 
membered, however, that the global 
area of free space does not have the 
significance which is too often given 
to it. What is most important is the 
adequate distribution of free spaces 
of appropriate types throughout the 
territory in order to serve adequately 
the entire population. The figure of 
4,000 acres is broken down as follows: 

2,550 acres of green spaces, 

300 acres of playgrounds, 

1,150 acres of playfields. 

The city has been divided into 247 
dwelling sectors, the population of 
which varies between 5,000 and 
12,000, 96 dwelling districts con- 
taining a population from 15,000 to 
30,000 people and 15 communities of 
70,000 to 135,000 people. 

The present situation may be sum- 
marized as follows: 

98 sectors are completely lack- 
ing in playgrounds; 

62 sectors are inadequately ser- 
ved by the existing play- 
grounds; 

87 sectors are well served by 
the existing playgrounds. 

Out of the 98 sectors which are not 
provided with playgrounds, 14 con- 
tain populations too small to warrant 
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In this my second letter to the members of our Cana- 
dian Association, I would like to give you a brief report 
of the activities of your executive committee and of the 
other committees of our Association. 


Executive Meetings 


Since the month of January, four executive meetings 
have been held in the east and in the west. As the chair- 
men of all committees are members of either the eastern 
or western executives, Murray Bosley and myself in the 
east and Jack Stevenson in the west have had the oppor- 
tunity of appreciating the enthusiastic work that your 
committee chairmen are doing. I would really like to tell 
you about the work of all of these committees to date, 
but as space is limited and I also want to tell you about 
some interesting correspondence I have received, I shall 
confine myself to such committee work, as I think it 
would be most interesting to you. 


Annual Convention in Halifax 


First, I suppose you would like to hear how our Annual 
Convention in Halifax next October is coming along. Our 
genial convention chairman, Stuart Roy, and his fine right- 
hand Ken Ross, secretary of the Halifax-Dartmouth 
Board, have made an early start and you can be assured 
already that this will be a most successful convention. 
Neither Abe Sheffman, president of their board, nor John 
Ritcey, regional vice-president for New Brunswick, are 
sparing any pains to help the Halifax-Dartmouth conven- 
tion committee formulate their plans. I do not need to 
mention Jim Roy, regional vice-president for Nova Scotia, 
as I know you can guess that he is also in the centre of it. 


The Canadian Realtor will shortly be giving you a pre- 
view of what is in store for you in October, but I can only 
tell you now that a most impressive programme has been 
worked out for our 1956 convention. 


In my next letter I shall say something of the excellent 
work that is being done by our other committees, but right 
now I would like to tell you of some interesting corres- 
pendence I have received. 


President's Correspondence 


I have received an interesting letter from J. Simon, 
treasurer of the International Real Estate Federation, 
Paris, France, as well as a letter from E. W. Gladstone of 
Toronto, who was apointed a vice-president of the Inter- 
national Federation. 


While our Canadian Association has not yet decided 
whether or not it should become affiliated with the Inter- 
national Real Estate Federation, which is primarily an 
European organization, it is my personal feeling that with 
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the well-known interest of European investers in Canada 
is it not unlikely that some benefits can be derived from 
knowing this International Federation better. In any 
event, a number of our members have indicated their in- 
tention to attend the International Congress of the Feder- 
ation in Vienna on June 12 to 15. To all of you who are 
planning on attending this convention I wish a very plea- 
sant and instructive journey and I shall be very glad to 
hear your impressions on your return. 


I have also received a very interesting letter from J. H. 
Herman, past president of the Institute of Estate Agents 
and Auctioneers of South Africa. This Institute has main- 
tained a liaison with the national real estate organi- 
zations in the United States, Australia and Great Britain 
and they would like to have a liaison with our Canadian 
Association. While this liaison will for practical purposes 
be a loose one, it is my feeling that some mutual benefit 
may be derived from it. 


Finally, a very interesting letter has come to me from 
Joe Tankoos of Tankoos-Yarmon Limited, in which he 
deals with some of the obstacles in obtaining a greater 
American investment in Canadian real estate due to the 
provisions of our income tax laws. His letter manifests 
a careful study of the intricacies of our income tax laws 
and it is his personal opinion that, apart from the interna- 
tional aspect of the matter, real estate is not receiving 
fair consideration, income-tax-wise, in relation to other 
forms of investment. You will find Mr. Tankoos’ letter 
elsewhere in this issue of the Canadian Realtor. 


New Committee 


One of our newly instituted committees is the public 
relations committee. It is composed of your entire execu- 
tive committee, and it has for its aim to make organized 
real estate in Canada more vocal in bringing to the atten- 
tion of the public and of our governments the importance 
of real estate in our national economy and the necessity 
of lightening the tax burden on the home owner and the 
real estate investor. This new committee was formed 


following the recommendation made at our last annual 
convention. 


Mid-Term Conference 


The second mid-term conference of C.A.R.E.B. was held 
May 7 and 8 in Toronto at the King Edward Hotel. At this 
conference our eastern and western committees were 
united for the purposes of reviewing the progress made 
since the beginning of the year, of consolidating the work 
that has been done, and of completing the implementing 
our programme for 1956. 


The conference was indeed most successful and a sum- 
mary of the highlights appears elsewhere in this issue. 








Real Estate Selling Today 


The business of real estate selling 
is wonderful if one adopts a profes- 
sional attitude. I think it all-impor- 
tant that one should have the right 
frame of mind. I like to think of the 
code word—SIRE—sincerity, indus- 
try, reliability, and enthusiasm; and 
the last word leads all the rest. An 
enthusiastic salesman can overcome 
many personal deficiencies. It has 
been estimated that 90 per cent of the 
sale is the ability to get along with 
the customer and 10 per cent is tech- 
nical know-how, so let’s start now and 
analyse ourselves on a professional 
basis. 


This brief talk on selling is no flight 
of oratory, it is not a canned speech, 
but it urges you to adopt a professional 
attitude in your profession of real es- 
tate. We recognise that it will take 
years to approach a professional sta- 
tus, but we are on the march across 
Canada. Our need today is for the best 
educated men we are able to get for 
our profession. How can we achieve a 
professional attitude in this magnifi- 
cient country of ours, with its ex- 
panding economy and_ ever-rising 
standard of living (and please count 
your blessings in our free economy 
and our competitive system) ? 


First of all, let us start with our- 
selves. Our appearance, our dress, 
and our habits; and may I stress the 
elimination of bad habits and the 
development of good habits. The 


other day I asked our best salesman 








W. H. SHORTILL 


This forceful analysis of the realities of real 
estate selling is an address presented by Mr. 
Shortill, well-known Toronto realtor, at the 
April monthly meeting of the Ottawa Board. 


how to increase sales and I thought 
he gave a wonderful answer. His 
suggestion was “put in more hours”. 
Figure your true worth on a 13 month 
year, and I suggest you allow one 
month for two vacations. This leaves 
you 48 weeks, and on a 50-hour week 
this gives you 2,400 hours for real 
estate. If you set your goal for a 
personal income of $6,000, this means 
a gross income for your firm and 
yourself of $12,000; $12,000 divided by 
2,400 hours makes your time worth 
five dollars a business hour. If you 
want to make $9,000 for yourself, your 
time is worth $7.50 an hour. If your 
goal is a personal income of $12,000, 
then your selling time becomes worth 
$10 an hour—the moral of all this is, 
don’t waste your time. In a com- 
mission business your time is money. 


I think if the average salesman has 
his earnings presented in this light 
it will cut down a tremendous wast- 
age of time. Of course, to use your 
tomorrow more effectively, you must 
plan today. There is a saying which 
sounds trite but in my opinion is all- 
important, namely: “Plan your work 
and work your plan”. 


I presume that in your personal 
appearance you will put your best 
foot forward; do not overdress, and 
do not wear such flashy clothes and 
ties that they distract the client’s eye 
or mind. Next, and all-important, is 
the appearance of your car which is 
your office while you are with a client. 
Next in order of importance come the 
records in your brief case. In a pro- 
perly organized brief case you should 
be able quickly to locate all pertinent 
information regarding the listing and 
your city; have maps and all pertin- 
ent information with you. 


Everyone seems to think this is a 
very mysterious business, but in my 
opinion there are only seven basic 
things you need in the real estate 
business. 


a) Sales folder — Everything per- 
tinent to selling that you receive 
through the year should go in your 
sales folder and this can be built up 
through the years. One other hint I 
would like to make—and this applies 
to all literature you may receive 
through the years—is that as soon 
as you receive these articles you 
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should write your name and the date 
received on them. In this way, par- 
ticularly in a busy office, should these 
valuable articles be mislaid they will 
come back to you. 


b) Advertising folder—There is a 
saying in the advertising world that 
80 per cent of the advertising dollar 
in real estate advertising is wasted 
due to poor copy, poor lay-out, poor 
timing, etc. If we write our own ads. 
we are amateurs trying to compete in 
a professional field, e.g. advertising. 


Copy-Writing Tricky 

However, if you build up your ad- 
vertising folder throughout the years, 
there are many sources of advertising 
information that it is possible to ob- 
tain to-day. It is very difficult for 
the average residential salesman to 
sit down in a busy office in the bus- 
iness day and write such a compelling 
ad that it will sell the property. Yet, 
next to obtaining the listing, writing 
the ad is probably the most impor- 
tant job of the week. Recently, one of 
our salesmen sold a house for $55,000 
that we had for sale exactly 12 
weeks. We had tried everything, and 
finally he wrote such a good ad, leav- 
ing out the price, that he had 13 
enquiries and sold the house for 
$55,000, this house being a five per 
cent co-operative listing. There were 
two factors here that clinched the 
sale: the copy was so good it brought 
thirteen enquiries, and he purposely 
left the price out. This is contrary 
to standard advertising procedure, 
which tells us that if you leave out 
the price 50 per cent of the people 
will not call to the ad. However, if 
you need prospects I would recom- 
mend you to leave out the price. I 
would suggest that if you continually 
build up your advertising folder, you 
will double and treble your sales by 
using it in the following manner: 
take your folder home with you and 
write the ads where it is quiet. Let 
them cool for 24 hours, and then re- 
write them. It is almost impossible 
for the average salesman to think 
up the emotional headlines that will 
attract attenion. A well-filled adver- 
tising folder will in 10 minutes give 
him 20 of 30 suggestive emotional 
headlines for the particular property. 


Remember AIDA 


Naturally every good ad should 
have the code word (AIDA) attention 
interest, desire and action. Every 
good ad, no matter how large or how 
small, should have AIDA embodied in 
it. 

c) Current folder—Everything cur- 
rent, naturally, should be in the fol- 
der. By this I mean offers pending, 
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letters unanswered, etc., just as the 
word implies. 


d) A daily journal—Doctors and 
lawyers all use a daily journal. Every 
call or important discussion you have 
through the current day should go 
on that page for that day. This does 
away with the thousands of small 
scraps of paper which after a while 
either are lost or are in such a con- 
dition that you can’t read them. 
Have you ever considered how impor- 
tant to you is the average client’s 
name? In 1956, the average sale in 
Toronto Real Estate Board Co-op 
Listing System was approximately 
$15,000. That means every name, if 
consummated in a sale, was worth 
$750. In our own office for the past six 
months, our average sale has been 
consistently over $20,000. In other 
words, the average commission in our 
office per sale has been between $750 
and $1,000. I don’t think I need to 
point out any further the importance 
of a daily journal. 


e) In addition to a daily journal, 
it is all-important that every sales- 
man have an appointment book show- 
ing the hour broken into four 
quarters. This appointment book is 
necessary in making appointments 
ahead through the week and, of 
course, is a safeguard to your own 
memory. In my opinion, bearing in 
mind the average sale in your own 
office, nothing infuriates the buyer 
or seller more than for you to forget 
an appointment. It hurts his ego, and 
he may never deal with you again. 
Particularly does this apply in deal- 
ing with professional people like 
doctors, lawyers, dentists or busy 
executives who are very time- 
conscious and appointment-minded. 

f) Last comes the prospect card 
The prospect card is an intelligent 
guide which, properly used, saves the 
client’s time and your time, and en- 
ables you to make a more logical 
selection of the right type of property 
to consummate a quick sale. The 
trouble with many salesmen on a 
first interview is that they do not 
carefully qualify the prospect by the 
correct use of the prospect card. You 
should always have your prospect 
cards with you either when inspect- 
ing the properties or when in your 
office. Never, as one salesman did 
the other day, leave them at home. 
The right listing may come in that 
day, but if you do not have your pros- 
pect card available, the listing would 
not suggest itself to you as the right 
one for the buyer. One final hint: 
never go in to a prospect’s home or 
office without your brief case. How 
silly it would look to a sick man if 
the doctor had to run back out to his 


ear for his equipment. Everyone 
knows the plumber, however, may 
leave his tools back at the shop, but 
then he is being paid on an hourly 
basis! The client you are with may 
change his mind about giving you the 
listing by the time you run out to the 
car to bring in your brief case; 
and do have your case so arranged 
that you can find things quickly. 
Needless to say, your car should be 
fully equipped with signs, stakes, a 
measuring tape—in other words all 
necessary tools in the pursuit of our 
business. Now we are organized. 
Where do we go from here? 


Get The Listing 


To me, the next step is the obtain- 
of the listing. The best salesmen in 
the country can’t sell if he has noth- 
ing to sell. The fallacy in our bus- 
iness with most salesmen is that they 
want to spend 90 per cent of their 
time selling, and only 10 per cent 
listing. Do you want to know how to 
double and treble your present in- 
come without any more work? I’d 
suggest that you reverse this proced- 
ure and spend 90 per cent of your 
time listing and 10 per cent selling. 
Naturally, listing would necessarily 
include inspections. A salesman 
should have a quota of 20 people a day 
to contact and talk to about real es- 
tate if he is searching for listings, 
and may I point out intelligent 
use of the phone is necessary. The 
telephone company will give you 
booklets on how to use the telephone. 
One day, to my horror, I discovered 
eight of our new men only had seven 
listings between them, or an average 
of less than one. One new man, how- 
ever, had eight listings—four co- 
operatives and four exclusives. This 
was the first day of the month. I 
predicted he should make a $1,000 
minimum this month because the odds 
were in his favour. Up to the twenty- 
third he had made over $800 and was 
drawing up an offer for $20,000, which 
would give him a gross income for 
April of over $1,100. In other words, 
as day follows night, in order of list- 
ings the best salesmen are first, second 
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and third in order of sales and in- 
come. We have actually paid men 
over $1,000 some months who did not 
themselves sell anything but who had 
sufficient listings that either our own 
salesmen or outside firms sold their 
listings for them. 


I have argued for years that a good 
listing salesman could average $100 a 
week in any active office if he never 
sold a house himself. However, in- 
evitably the active listing man auto- 
matically makes more sales because he 
knows more properties. The largest 
sale in downtown Toronto in 25 years 
was the sale of a new $5 million build- 
ing which we sold last May to New 
York interests; and this was not due 
to the fact that we sold the building, 
but that the building sold itself. The 
sale was due to the fact that we had 
for sale a building that no-one knew. 
In fact, the total negotiations only 
took some four hours. How could we 
have sold the building if we hadn't 
known about it? Officially, this build- 
ing was not for sale, but we created 
enough interest that the buyer made 
an offer which was accepted. Over the 
years I am constantly asked by the 
salesmen where to get listings. There 
should be no excuse for any salesman 
to say he does not know where to get 
listings. All that is needed is ingenu- 
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ity, imagination, and the ability to get 
out and work. We all tend to overlook 
the obvious. For example, in Toronto 
there has been a large old theatre 
closed for the past year or two, which 
was sold recently for conversion to in- 
door parking to one of Toronto’s larg- 
est parking lot operators. Yet prac- 
tically all of us went by this building 
dozens of times a year. Always in your 
mind, keep asking yourself this ques- 
tion—‘Is there a higher and better 
use for this property”? and always, 
when you get a listing of any type, 
particularly with commercial pro- 
perties, submit these properties to the 


neighbors. It has been estimated 
three out of five sales have been made 
in the neighborhood. 
Get The Prospect 


After listings, comes the need for 
prospect. Incidentally, classified ads 
are not the best source for prospects, 
but in order of importance are about 
seventh, commencing, of course, with 
1) personal connections, etc., followed 
2) friends, 3) referrals from satisfied 
clients, 4) calls to For-Sale signs, 5) 
canvassing in the immediate area. 
After exhausting the above five 
sources prepare your classified adver- 
tising campaign by using your ad 
folder as outlined above. Study dif- 
ferent trade journals and tear out the 
better ads. Stress trade names in 
your classified, e.g. Esso oil burner, 
Johns Manville roof, etc. Reinforce 
and strengthen your ads by using the 
cumulative power and good-will built 
up by these companies through the 
years stressing their trade names. 
Write your ad as you talk, and, of 
course, leave some white space around 
it so it will stand out no matter how 
large your competitor’s ad. Use basic 
emotional appeals. Sell profit, not 
bricks. Sell pride of possession, not 
the 444 per cent mortgage that I saw 
stressed the other day at the top of 
an ad. Sell necessity, not location as 
most salesmen stress in ads. Granted, 
location is important, but it should be 
in the body of the ad and not at the 
top, since if the ad is interesting you 
may be able to switch them from one 
area to another whereas by stressing 
location, they may not bother to 
phone you at all. Sell ambition, not 
the size of the rooms. Sell self-pre- 
servation, not vanity—here you stress 
location. Be “Up with the Joneses”, 
but be subtle. Sell caution—a hedge 
against inflation, not ‘“‘widow’s sacri- 
fice’—and don’t sell the word bar- 
gain. 


Sell love of wife and family, not the 
desperate need of the owner who has 
been transferred and must sacrifice. 
This gives a negative impression, the 


fear that the same might happen to 
me. Sell security, sell the desire for 
power, sell income for old age (invest- 
ments), sell income for prosperity, 
sell enhancement of reputation, seli 
desire for social prestige (but again be 
subtle here), sell desire for commer 
cial leadership, sell the desire for af- 
fection, sell the greatest gift of all- 

“The Home”. At Christmas, Easter, 
Valentine’s Day, Thanksgiving Day, 
tie your advertising in with these 
promotions; don’t sell oil heat, hot 
water, but sell physical comfort, sell 
luxury, sell pride, sell the desire to 
excell, sell companionship in the new 
community. Sell the “Follow the 
Leader” idea. There are 23 basic 
motives that influence the buyer 
Don’t sell him bricks, mortar, things; 
sell him satisfaction, ease, security. 
As Elmer Wheeler says—‘Don’t sell 
me the steak, sell me the sizzle, sell 
me the smell.” Let’s go emotional in 
our ads and sell health, wealth and 
happiness. Don’t paint blue ruin, 
hard times, widow’s sacrifice, estate 
sacrifice—these are negative thoughts. 
People like to buy, not to be sold. Sell 
them subtly, and the world is your 
oyster. Again, take a lot of time with 
your copy; use different adjectives; 
don’t be stingy in your ads. I once 
wrote five ads, I re-wrote them; I 
let them get cold and I re-wrote them 
again. That week, from those five 
ads, I sold two of the houses adver- 
tised and a third house due to the 
enquiry that I received through one 
of the ads. But one word of warning 
—the ad can only bring you the pros- 
pect's name, the rest is up to you. 


Don't Exaggerate 


Advertise the cheaper house to show 
the better one. Be truthful, however; 
don’t exaggerate. Occasionally, you 
might run the property down and 
then suggest “Ideal for the Handy 
Man to Repair”. Don’t feature your 
price unless the price is the feature, 
and then put the price at the bottom 
of the ad. Don’t say “By appointment 
only"—you discourage calls. Rather 
say “Glad to Show You’. Don’t put 
in the ad “Shown by Mr. Jones”, but 
rather “A. L. Jones pleased to show 
you this property.” Use adjectives 
that glow, sentences that sparkle: 
“High on a Hill”; “Century-old 
Home’”’. This phrase drew 125 calls 
and two offers within an hour. Read 
everything you can get on advertising; 
it is the greatest expense in the aver- 
age office, and there is less thought 
put on it than anything else. 

Last year we spent $53,000 on ad- 
vertising in our own office and I 
shudder to think that probably 80 per 
cent of this was wasted due to poor 
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Legal Miscellany and The Appraiser 


In an earlier article in this series Andrew Turpie com- 
mented on zoning and its effect on values. The purpose 
of this article is to pursue a little further this and the 
other legal matters affecting appraisers and their work. 

Zoning was originated in Frankfort, Germany, as a 
means of regulating the height and size of buildings in 
relation to the site area. It has had wide-spread accep- 
tance on the North American continent, and almost all 
major cities and muncipalities have either comprehen- 
sive or local zoning by-laws. Actually it is a comparative- 
ly recent innovation, as the first comprehensive ordinance 
on the continent was the New York zoning regulations of 
1916. Not until 1926 was court approval given as to the 
validity of such regulations. 

It will be observed that zoning now goes much further 
than mere regulation of buildings; it is in fact now a tool 
of town planning and its scope has been extended to cover 
designations of permissible use, density of occupancy, sit- 
ing of buildings on their lots, parking, off-street loading 
and many other matters which our complex urban life has 
made necessary of regulation. 


Value for What Use? 


Anyone who is attempting to estimate the value of pro- 
perty must inevitably ask themselves the question, ‘Value 
for what use?”, and having done so they must then turn 
to the zoning regulations (if any are in effect) to see what 
is the highest and best use permitted under the zoning 
by-laws. 

An interesting arbitration as to value in which the 
writer was engaged brought out this matter clearly; the 
property was zoned “commercial” but the owner had filed 
a draft plan of subdivision in which part of this area was 
shown as “residential”. The plan of subdivision had never 
been approved and in fact this would have required a re- 
zoning, so that at the time of the hearing the highest and 
best use of the property was that permitted by the zon- 
ing; not that which would be permitted under a hypo- 
thetical re-zoning. 

Now, in this case suppose an appraiser had felt that too 
large an area had been zoned “commercial”; what would 
he do? He should, it is submitted, still follow the dictates 
of the zoning by-law as to highest and best use, but defer 
the realization of the ultimate value of the property for 
a sufficient period to allow the demand for the excess com- 
mercial space to catch up with the available supply. In 
other words, if, as commercial land, the property had a 
current value of, say, $10,000 an acre and in considering 
the growth of the area the appraiser felt that not for 
five years would the land be as “ripe” as were the com- 
parable sales from which the estimated value had been 
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derived, then the application of a “reversion” factor for 
five years at an appropriate discount rate would reduce 
the present value of the property to, say, $7,100 per acre. 


Briefly, then, it is suggested that in such an appraisal 
the appraiser should not assume a change in the permis- 
sible use but should carry out the necessary computa- 
tions and analyses to relate the proximity of the permis- 
sible use becoming the actual use to the realities of the 
real estate market with its interrelated play of supply and 
demand. 


Much more could be said as to the effects of zoning on 
value, but that would leave no space for discussing other 
types of limitations. 


Our American text books speak of a number of limita- 
tions to outright property ownership and_ utilization; 
among them are three which need some explanation— 
they are “police power’, “escheat” and “eminent domain”. 


It is submitted that the choice of the expression “police 
power” (which includes zoning) is not a good one, at least 
insofar as Canada is concerned. In the United States all 
laws must inevitably be examined in light of what are 
known as the 5th or the 14th Amendments; these are the 
“due process” amendments and, to oversimplify a very 
complex matter, we can say that the courts must be satis- 
fied that no one is deprived of property or civil -rights ex- 
cept under “due process of the law”. It finally boils down 
to whether the action taken was “reasonable” or not. 
“Police power’ is a general clause descriptive of the power 
of a municipality to pass laws with regard to its own 
problems and government and in the United States it may 
be a valid descriptive clause. 


Creatures of Legislatures 


However, in Canada it is submitted that its use should 
not be continued. In our country municipalities are crea- 
tures of our provincial legislatures and have powers only 
insofar as the legislature has given them to the munici- 
pality. Our courts, in direct contradistinction of the 
American practice, cannot consider the ‘‘reasonableness” 
of a law but only consider whether the law was within 
the jurisdiction of the passing body—what is known as 
‘intra vires” the body. If it is “intra vires” then the law 
is valid, if it is “ultra vires” then it is invalid. 

The writer will go into this matter further at a later 
date and explain that certain quasi judicial bodies (like the 
Ontario Muncipal Board) can and do consider “reason- 
ableness”’. It will be seen, however, that to say our muni- 
cipalities have “police power” is a direct “Americaniza- 
tion” of a situation which does not exist in Canada. 
Our lecturers on appraisal courses should be careful to 











ascertain the basic differences between American and 
Canadian practice and terminology; our practitioners 
should also be sure that American teachings are com- 
pletely applicable. 


So much for “police power’. Let us look at the question 
of “escheat”. American law on this is very similar to our 
own; what is implied is that the owner of a property has 
a right to convey his property to another, but that if he 
dies leaving no will and no heirs then the property will 
pass to the Crown. In fact this is very old law and we will 
understand the reasoning behind it by remembering that 
all land was originally held under tenancies from the 
Crown. Hence the well known types of tenure called 
“tenancy in common” and “joint tenancy” as distinguish- 
ed from “fee simple”. Actually all that happens in escheat 
is that the property “reverts” to the Crown in cases where 
no one with a valid claim comes forward. 


Finally, what is “eminent domain’? This, too, relates 
to the original ownership by the Crown of all real pro- 
perty. Implicit in ownership is the right to deal with 
property and so implicit in the original ownership by the 
Crown is the right to “cancel’’ the private ownership. That 
perhaps is not technically correct legally, but in practice 
the Crown, in expropriating private property, is exercis- 


Are Profits Made By One 
Who Sub-Divides Real Estate 


Necessarily Taxable? 


As pointed out by the writer in a previous article in 
this review, the great majority of capital gains cases in- 
volving real estate transactions are decided before the In- 
come Tax Appeal Board and are not appealed. In view 
of this fact, and also in view of the fact that a great many 
people these days are making profits on real estate trans- 
actions, it follows that a decision by the Exchequer Court 
or by the Supreme Court of Canada on this controversial 
issue will receive a good deal of publicity. 


Judgments Differed 


Such publicity has been accorded to the recent decision 
of the Exchequer Court of Canada rendered March 29th, 
1956. The case is McGuire V. M.M.R., 56 D.T.C. 1042. 
Judge Hyndman of the Exchequer Court decided in brief 
that because an individual subdivides property which he 
has purchased, he will not necessarily be taxed upon any 
profit that he realizes upon the sale of these subdivided 
lots. In coming to this conclusion, he differed with Mr. 
Fisher of the Income Tax Appeal Board who had previous- 
ly decided in the same case that the profits were taxable. 


Both judges came to the same conclusion with respect 
to the original intention of the taxpayer. They both de- 
cided it was not his intention in originally buying the 
property to speculate or make profit with respect to its 
sale. However, Mr. Justice Hyndman of the Exchequer 
Court seemed to feel that this absence of intention to 
speculate was of extreme importance. Mr. Fisher, on the 
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ing its right of eminent domain and “cancelling” the 
private ownership of a particular piece of land. 


What has already been said about the American teach- 
ings on police power must again be considered here. The 
American courts, texts and appraisers discuss ‘‘condem- 
nation” of property, which is their word for expropriation; 
but we must not blindly follow these American ideas with- 
out being sure as to their applicability in light of Cana- 
dian law and practice. 


An example may be found in the question of what a court 
is supposed to estimate in expropriation cases and a 
future article will be devoted to a discussion of “value to 
the owner” and “market value”. The Canadian courts 
are charged in expropriation matters with the task of 
estimating “value to the owner”, so perhaps direct appli- 
cation of American principles where “market value” only 
need be estimated cannot be justified. 


In conclusion, we can see that there are many situations 
in which legal concepts enter into the appraisal of any 
property, and that in order to intelligently apply appraisal 
practices the appraisers must know and consider the law 
which is applicable to the particular situations under 
Canadian law and must be able to distinguish American 
dicta and decisions. 





REDMOND QUAIN, JR. 


Mr. Quain, author of this article, is a law- 
yer and a chartered accountant, and is a 
member of the law firm of Quain & Quain 
in Ottawa. He is a member of the Institute 
of Accountants of Quebec. 


the other hand, felt that the original intention of the sub- 
divider was irrelevant if in actual fact in disposing of 
these lots, he conducted a business. 

Before proceeding further, it might be in order to set 
forth the facts of the case. 

The taxpayer was born and brought up on a farm. At 
the age of 21 he left the farm and was employed by var- 
ious finance companies. In 1940, while still working for 
one of these finance companies, he decided to purchase a 
farm property consisting of some 85 acres about seven 
or eight miles from the centre of the city of Hamilton. 


Part of the property was located on the brow of a hill 
from which a view of the city of Hamilton could be had. 


Both tribunals seemed to be in agreement that the tax- 
payer, for the eight years following his purchase, lived on 
the farm on a part-time basis and attempted to make it 
a profitable proposition by engaging in farming opera- 
tions. Approximately eight years after the purchase, he 
came to the conclusion that the acreage that he had was 
too much for him to look after and that furthermore he 
could not operate all of it profitably as a farm. 


He began to be approached by city dwellers interested 
in obtaining country property for residential purposes. 
When he eventually decided to sell one of his lots he found 
that it would be necessary for him to comply with the 
regulations of the suburban planning board. i.e. put in 
roadways to the property to be sold with individual 
entrances to each separate lot and to register a sub- 
division plan acceptable to the authorities. These steps 
were taken. 

A small amount of advertising was done in the very 
early stages but this was discontinued. A sign was erected 
on the property but prior to the Income Tax Appeal Board 
hearing it had blown down although the taxpayer stated 
that he had intended to erect it again. 


No Authorities Quoted 


It is interesting to note that in neither of the two deci- 
sions were authorities quoted. This indicates to some 
extent the degree to which the tribunals consider these 
capital gains cases as being a decision based largely on 
the particular facts before the Court. In other words 
generalities are not of much use in deciding whether or 
not a person is in business. 


A careful reading of the two decisions, however, seems 
to the writer to reveal a fundamental difference of opinion 
as to the weight to be given to the factor of original inten- 
tion. The Exchequer Court in this case seems to have 
given considerable weight to this factor. 


It was the stated opinion of the Exchequer Court Judge 
that an individual, once finding himself with property, 
which when originally acquired was not intended by him 
to be used as a speculation, might then proceed to its sale 
in whatever manner he saw fit and that if he chose to 
subdivide the property, because he chose this method 
would not necessarily result in his being taxed. 


The learned Judge does, however, hedge to a certain 
extent when in the decision at p. 1044 he makes the fol- 
lowing statement: 

“If he went around the country trying to find cus- 
tomers and made a regular business of it that in the 
ordinary sense of the word there might be a question 
then, or if he was selling other people’s property as 
well as his own that might have a bearing on the 
case; but as far as the evidence is concerned he was 
selling his own property and nothing more, which I 
think he had a perfect right to do.” 


Interesting Sidelights 


Two interesting side-lights about the case are the fol- 
lowing: 

1) In the Income Tax Appeal Board the case is cited 
as No. 297 v. MNR. In the Exchequer Court the taxpayer’s 
name appears in full. It is a policy of the Exchequer Court 
not to conceal the identity of the taxpayer. The Income 
Tax Appeal Board, on the other hand, does this upon the 
request of the taxpayer. 

2) The other side-light is that the decision of the Ex- 
chequer Court Judge, Mr. Hyndman, was rendered orally 
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from the bench. In other words, the long delay the public 
often associates with the rendering of cour decisions 
did not in this case take place. The writer whole-heart- 
edly commends this practice of rendering decisions from 
the Bench. It is true that frequently the reasoning may 
be somewhat informal but on the other hand the practice 
has the advantage of letting the parties know where they 
stand and of enabling them to get on with an appeal 
quickly if they choose to do so. Moreover, in such a case 
the evidence submitted is still fresh in the mind of the 
Judge. 


Cautionary Remarks 


Cautionary remarks are in order with respect to this 
Exchequer Court decision. 


First of all, it is a decision based upon a particular set 
of facts. It must be remembered that the individual in 
question had lived on a farm previously until he was 21 
years of age. He attempted to operate the property in 
question on a part time basis as a farm over a period of 
eight years. At the time of the appeal he was still living 
on a part of the property (i.e. he did not sell it all). Very 
little advertising was done. If any of these factors had 
been different the Exchequer Court decision might well 
have gone the other way. 


Secondly, the decision might well be appealed to the 
Supreme Court of Canada and might well be reversed. 
The Department may wish to see the case appealed in view 
of the absence of any pronouncement by that Court with 
respect to the profits made on the disposition of property 
purchased, then sub-divided and then sold, all by the same 
individual. 


Weighing 
The Values 


In advertising, the values outweigh the in- 


vestment when these three factors are present: 
Good selling copy 
The right medium 


Results 


To get all three into your advertising pro- 
gram, let a Toronto Daily Star representative 
explain why The Star publishes more real 
estate advertising than the other two Toronto 


newspapers combined. 


TORONTO DAILY STAR 


First in Advertising, Circulation and Results 











Monthly Co-op 
Statistics Report 


Co-op figures to April 30 indicate a most impressive 
growth in this popular method of merchandising property. 
A projection of figures for the first third of the year indi- 
cate there will be an overall increase of approximately 
23 per cent in gross co-op sales in 1956 over 1955. Nearly 
all boards across the country have recorded an increase 
in sales. Among the larger ones, Hamilton, Calgary, Ot- 
tawa and Winnipeg appear to be running almost one third 
ahead of last year. Kitchener and Orillia seem to be the 
two boards which, on the basis of the first four months’ 
figures, will double 1955’s volume. Both of these are very 
close to equalling last year’s volume already. 


Little Position Change From Last Month 

There was little change in the positions of the boards 
as of the end of April in comparison with the end of March. 
The first 16 boards did not change their ranks from last 
month; Toronto is well in front with five million dollars 
volume, followed by Vancouver and Hamilton who are 
really battling for the second spot. Vancouver chalked 
up a total of $3,298,000 in sales for April, for the first 
time passing the three million mark in any one month. 
Totals for the first four months of the year have exceeded 
the total for all of 1954. Winnipeg and Ottawa are in 
close competition for the fifth position; Calgary holds the 
fourth, with a total of $5,000,000 of sales in four months. 


Smaller Boards Making Excellent Progress 
In reviewing our figures, it is noted that perhaps some of 


SAVE MILES — WIN SMILES 
SAVE TIME — THEY SIGN 


When Your 
Listings 
Look Like 
Colour TV 


Projectograph 
is the Answer 


Get those "tough" listings by featuring 


colour pictures automatically and con- 


tinuously in your office. 


Use regular 
Costs less than 


Then sell by colour. 
35 mm. colour film. 
1 8c. per picture. 


CANADIAN PROJECTO SUPPLY CO. 
Box 42, St. Catharines, Ont. 





Phil Seagrove, better known 
as "Mr. Co-op", with the 
monthly statistical summary 
of co-op operations across 
the country. 
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the smaller boards are having even greater success, rela- 
tively, then some of the larger ones. Some members have 
felt that co-op won’t work so successfully in smaller cen- 
tres, but the reverse appears to be true, taking Orillia, 
Port Credit and Oakville as examples. Oakville and 
Orillia have had particular success, and their ratio of sales 
to listings is almost unbelievable. The current figures show 
Oakville with almost 100 per cent sales, and Orillia with 
80 per cent. It should be pointed out that both these 
handle small, new housing developments through co-op, 
where five or six houses may be listed at once and are re- 
corded as only one listing, while each unit sold is recorded 
as one sale. This, of course, accounts partially for the 
high percentage of sales to listings. But nevertheless the 
volume for such small communities is very high. 


Recipe For Success 

Many words have been spoken and written in an effort 
to determine the reasons for the success of board co-ops. 
In an effort to put the reasons down succinctly, we had a 
discussion with Don Campbell, prominent broker and sec- 
retary of the Orillia board. Don fells that Orillia’s success 
with co-op is founded on the relationship between the 
members: between all the 19 brokers and their salesmen in 
the board there exists a great co-operative attitude, which 
is of course the basis of the co-op listing system. 


Extending that, Mr. Campbell feels that co-operative 
selling draws the members of the board into a closer unity 
which, of course, benefits all the board’s activities. He 
pointed out that the Orillia board, just entering its third 
year of operation, has three times won the Ontario Assoc- 
iation’s award for highest percentage of membership 
attending the annual convention. In addition, the board 
has always enjoyed a most wholesome relationship with 
civic authorities and community enterprises. 
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Highlights of the Mid-Term Conference 


In the last issue of “Across the Secretary’s Desk” we 
commenced the series “You and Organized Real Estate” 
with the hope that we could bring you a part of the series 
each month. We have been forced, however, through lack 
of space to postpone the second part of the series for one 
month to make way for the report on the mid-term con- 
ference activities. 

It was held at the King Edward Hotel in Toronto, May 
7 and 8, and was attended by 24 members of the C.A.R.E.B. 
executive. This made it the largest ever held, with mem- 
bers from every province in attendance. The purpose of 
the conference was to review the progress made since 
the beginning of the year, consolidate the work accom- 
plished and complete and implement the programs adop- 
ted for 1956. Here are some highlights: 


Annual Conference - Halifax - Oct. 1-3 

This subject was reviewed in great detail, and we urge 
you to make plans now to attend the conference. The 
program is well balanced and will be tops in education, 
information and entertainment. Round-table panel dis- 
cussions will be held each morning from 8.30 to 10.00 on a 
range of pertinent subjects, and top-flight speakers have 
been engaged, including Harrison L. Todd of Camden, N.J., 
and Louis Glickman of New York. 


The site of the conference has great appeal, and this 
occasion may present many of us with our first oppor- 
tunity of visiting one of Canada’s most historically roman- 
tic cities. 

The executive agreed that this conference’s registration 
fee should be a “package deal”, eliminating one source of 
complaint which has occurred previously; the fee will in- 
clude payment for all meals and functions. 


In future issues of the Canadian Realtor we will follow 
the progress of the convention committee in formulating 
specific plans for the conference. In the meantime, make 
plans now to “raise your hook, slip your berth, and set 
sail” for Halifax, home of the 13th annual C.A.R.E.B. 
conference, October 1-2-3. 


Atlantic to Pacific 

At the conclusion of discussion of the Halifax confer- 
ence, talk turned to 1957’s conference to be held in Van- 
couver. It is, of course, too early to outline the program, 
but the conference will be held in September. Imaginative 
Vancouver planners are thinking tentatively of holding 
some of the meeting aboard ship, giving land-lubbers 
from the rest of Canada an opportunity to soak up some 
west coast atmosphere in real style. The Vancouver board 
is building a conference reserve fund which has already 
topped the $4,000-mark. 


Plans Well Ahead 

At the mid-term conference plans were also made for 
the 1958 and ’59 annual conventions. In ’58 we will visit 
La Belle Montréal, site being the new Queen Elizabeth 
Hotel, now under construction. In 1959 Saskatoon, the 
pride of the prairies, will be our locale, with headquarters 
at the Bessborough Hotel. 
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C.A.R.E.B. on the Move 

In reviewing the regional vice-presidents’ reports, the 
predominating mood was one of optimism. All provinces 
reported increased activity in the field of organized real 
estate at all levels. Alberta reported on the largest annual 
conference in its history; B. C. referred to the excellent 
program of the Vancouver board and the provincial as- 
sociation’s efforts to redraft the licence laws of the pro- 
vince. Saskatchewan and Manitoba, Quebec and Nova 
Scotia reported continued growth. New Brunswick has 
had an application from a realtor in Prince Edward Is- 
land, making C.A.R.E.B. truly nation-wide with members 
in all 10 provinces. P. J. Harvey of Ontario reported on 
the growth of the provincial association and of the many 
Ontario boards, with special reference to the progress of 
province-wide co-op, and the activities of the Speakers’ 
Bureau. 


W. H. Shortill, chairman of the membership committee, 
summed up the C.A.R.E.B. program when he noted the 
membership figure now stands at 5,276. In the light of the 
past year’s achievement, 1956’s membership goal of 5,600 
doesn’t seem at all unrealistic. 


Canadian Realtor 

A thorough discussion was held concerning our national 
publication, and A. W .Farlinger, head of the publication 
committee, reported that steps are being taken to obtain 
Canadian Circulation Audit Bureau standing. The Real- 
tor will pubish a Roster Issue in August. Arrangements 
are being made to purchase binders for the magazine, so 
that members will be able to file all their issues in one 
place. There will be a further report on this next issue. 


Co-op Statistics 

P. A. Seagrove, chairman of C.A.R.E.B.’s co-operative 
listing committee, briefly discussed the activities of his 
committee and the co-op report which is now a feature 
in the Realtor. He noted that the latter has had most 
enthusiastic reception from the membership at large. 


Debating Committee 

B. R. Chen of Victoria was unable to attend the meet- 
ing, but he submitted an excellent report. Included was 
an outline of the subjects to be debated and the rules gov- 


erning the debate to be held at the annual conference in 
Halifax. 


Publicity 

More, better and association-approved publicity was the 
resolution of the mid-term conference on this subject. 
Implementing this decision will no doubt take time, but 
the membership can definitely look toward an organized 
publicity program within the next few months. 


Licence Law Committee 

J. A. Lowden of Montreal, chairman of this committee, 
has carefully reviewed the laws of the various provinces. 
His committee considers that many of the provincial lic- 
encing acts are basically ineffectual, and contribute little 
either to the betterment of the profession or to the pro- 
tection of the public. He noted that the B.C. division had 
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completed an intensive research into their own act, and 
that the results of this might well enable his committee 
to develop a model act which could be emulated by other 


provinces. 


Successful Conclusion 


In conclusion it is sufficient to say the mid-term con- 
ference was most successful and accomplished a great 


deal. In addition to the highlights featured here, all as- 
pects of our association’s progress were discussed thor- 
oughly, and plans have been laid for ever-increasing ac- 


tivity during the rest of the year. These mid-term con- 
ferences have become an integral port of C.A.R.E.B. 


Property Owners Attack 
Assessment Act at Meet 


The Assessment Act of Ontario 
came under the direct fire at the an- 
nual meeting of the Property Owners 
Association of Toronto held recently, 
revisions to it being recommended in 
the first three resolutions of the five 
passed by the meeting. 


Resolution Number 1—Assessment 
Act Revision: Whereas the real pro- 
perty owner is still called upon to pro- 
vide 95 per cent of municipal revenue; 
and whereas municipalities are re- 
quired to supply services having no 
relationship ‘to the ownership of land; 
and whereas matters of province-wide 
zoncern such as education, social wel- 
fare, administration of justice in the 
form of Court Houses and otherwise 
are paid for in whole or in part out 
municipal revenue; be it resolved 
therefore that this Association re- 
iterates its request for a Royal Com- 
mission to revise the Assessment 
Act and relieve the property owners 
of a taxation burden that ought in 
justice to be paid for out of funds 
raised by general taxation. 


Number 2—Assessment of Land: 
Whereas land is the basis of assess- 
ment under the Assessment Act; and 
whereas in the absence of a definition 
of land in the Act assessors are asses- 
sing movable property in the quest for 
increased revenue from land already 
over-burdened with taxation; be it 
resolved therefore that the provincial 
government be requested to define 
land in the Assessment Act in order 
to preclude the assessment of mov- 
able property. 


Number 3—Assessment Appeals: 
Whereas certain recent cases have 
declared that courts of revision, and 
tribunals on appeal therefrom, have 
no jurisdiction to decide questions of 
liability to assessment; and whereas 
at the recent session of the legislature 
the Court of Appeal, on appeal from 
such courts and tribunals, was given 
original jurisdiction to decide such 
questions of liability; be it resolved 
therefore that the provincial govern- 
ment amend the Assessment Act to 
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provide for an appeal direct to the 
Court of Appeal on questions of lia- 
bility to assessment, thus eliminating 
the necessity of abortive appeals to 
intermediate courts and _ tribunals 
having no jurisdiction to decide such 
questions. 


Number 4—Traffic Plan: (This re- 
solution was concerned with a solut- 
ion of traffic problems in Toronto 
designed by C. A. Meadows, a director 
of the Association. The plan is sum- 
marized below, and the resolution 
urged that it be studied by the De- 
partment of Municipal Affairs and of 
Highways and recommended by them 
to urban municipalities, as a means 
of “avoiding the unnecessary extrav- 
agence of expressways which past ex- 
perience has shown simply to end up 
in a shifting of traffic bottlenecks 
from one place to another’’.) 


Number 5—Fluoridation of Water 
Supply: Whereas the fluoridation of 
municipal water supply is a highly 
controversial subject; and whereas 
of 1,000 gallons of water supplied less 
than half a gallon is used for beverage 
or cooking purposes; and whereas the 
benefit of fluoridation according to 
its proponents only accrues to less 
than 10 per cent of the popul- 
lation; and whereas therefore of 
$1,000 spent on fluoridation only five 
cents worth of benefit is derived and 
(the rest) literally goes down the 
drain; and whereas fluorides for 
those who can benefit therefrom can 
be supplied in other ways; be it re- 
solved therefore that this Association 
opposes fluoridation of municipal 
water supply as a waste of the already 
overburdened tax payer’s money. 


Traffic Problem Solution 


C. A. Meadows, a Toronto consul- 
ting engineer and director of P.O.A.T., 
summarizes his traffic plan in three 
points: 1) the development of back 
lanes for commercial trucks as pick- 
up and delivery routes; 2) the est- 
ablishment of a wide-spread system 





operations; that they are a cohesive force in the Associa- 
tion is proved by the integration of achievement and 
growing fraternal feeling among realtors across Canada. 


of small parking lots for the benefit 
of shoppers. Coupled with the pro- 
vision of such parking facilities would 
be the prohibition of all curb parking 
on main through streets; 3) the el- 
imination of all badly congested grade 
crossings by the construction of inex- 
pensive pre-fabricated grade-separ- 
ating bridges. 


Mr. Meadows emphasized that in 
his opinion, though expressways have 
value to the suburbanite or others 
moving in and out of the urban cen- 
tres, they are of little value in am- 
eliorating traffic congestion within 
the urban area. However, if effort 
is first applied to relieving congestion 
inside the city, the suburbanite will 
benefit. He admits that, taking Tor- 
onto in particular, it is not possible 
to synchronize traffic lights to per- 
mit straight-through travel, because 
the intersections are all at grade. 
However, grade-spreading bridges 
would eliminate this difficulty, speed- 
ing up traffic movement up to and 
over 50 per cent. 


About $26,000,000 worth of gas- 
oline a year is wasted in Toronto, 
Mr. Meadows estimates, through stop- 
page of moving traffic through un- 
synchronized lights, parked cars on 
streets and delivery trucks delivering 
at store fronts. He asserts that, while 
this amount represents interest at 
four per cent on $650,000,000, an ex- 
penditure of only $60 million would 
eliminate this waste almost com- 


pletely. This sum is broken down as 
follows: 


81 grade separations $20,000,000 
Land appropriated for 


widening lanes $2,300,000 
Removal of buildings $5,700,000 
2,000 parking lots $3,200,000 
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Chatham 

Early in April Harland Rankin, 
member of the Chatham Real Estate 
Board, presented a talk to the board 
on his recent visit to Puerto Rico. His 
trip covered a distance of some 7,000 
miles, and his talk is summarized 
here: 


“T had heard a good deal about 
Puerto Rico before making my trip. 
The island is roughly rectangular, and 
is the smallest and most easterly of 
the group of four known as the Great 
Antilles. It is largly mountainous, the 
Atlantic side rimmed with a coastal 
plain eight to 13 miles wide. On the 
Caribbean side the plain narrows to 
from eight to two miles. It is the 
strategic centre of the U.S. Caribbean 
defences. 


“The capital of Puerto Rico is San 
Juan, situated on a small inlet and 
connected to the mainland by three 
bridges. San Juan is the oldest city 
flying the American flag, and nowhere 
on American soil is there such a con- 
centration of ancient and historic 
buildings. The architecture is Span- 
ish, with adjustments to the tropical 
climate. Except for electric lights, 
many of the narrow, crowded have 
undergone little change in centuries. 
Perhaps the most beautiful spot in 
San Juan is El Morro, a fortress 
started in 1539. It faces the Atlantic, 
and its green rolling fields are today 
part of the military reservation of 
Fort Brooke, with a beautiful golf 
course and country club adjoining. 


“Real estate is high. Modern two- 
bedroom, ranch style houses that 
would sell for $10,000 and $12,000 in 
Canada were $17,000 and $18,000. 
Others sold at $40,000 to $100,000, and 


real estate is at a premium. The gov- 
ernment has large tenant projects 
clearing out the slum districts. These 
are very modern, and the tenants are 
charged rent in proportion to their 
earnings. Consequently rents vary 
from $5.00 to $50.00 a month, and ten- 
ancy is restricted to low-income 
people. 


“Industry is invited to Puerto Rico 
tax free, and there are now over 2,000 
factories on the island. All the money 
that provides good roads, improved 
housing and modern stores is Ameri- 
can; take this away and there is 
nothing left. Thanks to the U.S. gov- 
ernment, the people are well fed, well 
dressed, and the children are all clean 
and healthy. There are no tropical 
diseases generally. The standard of 
living, from the point of view of 
ownership of durables such as cars, 
appliances, modern highways and 
schools, is as high as we would see at 
home. 


“The magnificient tropical growth 
is everywhere enchanting. Palm- 
fringed beaches offer delightful swim- 
ming, though the waters are treacher- 
ous and shark-infested. Still, we did 
not see the amount of swimming we 
expected. The landscaped rural and 
mountain roads present indescribably 
beautiful pictures. There are waving 
fields of sugar cane, pineapple and 
coffee, here and there highlighted 


Ernest J. Oliver, mem- 
ber of the Ottawa 
Board, is one of the 
first realtors to have a 
car-phone. Advertise- 
ments for his firm feat- 
ure this picture and 
emphasize that “you 
can always reach Er- 
nest J. Oliver." 


Association of 
Real Estate Boards 


with poinsetta and African tulip trees. 
There are also large tobacco, coconut 
and banana plantations. 


“While we were in Puerto Rico we 
took a trip by air south to the island 
of St. Thomas in the Virgin Islands. 
These are under British and U.S. gov- 
ernment, St. Thomas having originally 
been occupied by Holland and Den- 
mark. Of the hundred islands in the 
Virgin group, half belong to ih2 USS., 
purchased from Denmark in 1917. 
The rest are part of the British Lee- 
ward Islands, and are becoming 
widely known for their healthful 
climate. 


“This latter fact, combined with the 
pleasant standard of living, is bring- 
ing more and more _ permanent 
residents to St. Thomas. The warm 
hospitality on the part of the natives 
is a signature of these islands.” 


Orillia 

The Orillia board were hosts to 
Barrie in a joint meeting during 
April. A feature of the evening was 
a general discussion on real estate 
matters for which W. J. Nix acted as 
moderator. The meeting was so suc- 
cessful that a repetition is planned 
for June 6 with Barrie acting as hosts. 


Oshawa 


Ontario president C. R. Whitney of 
Kitchener was guest of the Oshawa 
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board at their April meeting, when 
30 members were present. He spoke 
on aspects of effective salesmanship. 


Hamilton 


A joint meeting with the Hamilton 
chapter of the Appraisal Institute of 
Canada was held by the Hamilton 
board April 24. Guest speaker was 
David L. Montonna, in Hamilton as 
a lecturer at Appraisal Course No. 
2 being held at McMaster University. 


Windsor 


The Windsor board executive is 
urging greater attendance at meet- 
ings by members and_ salesmen. 
Though 38 per cent of co-op listings 
made had been sold in the period 
from the beginning of the year till 
April 19, board members are being 
urged to inspect listings other than 
their own; too few homes are being 
seen and sold by other than the listing 
broker. 


Real Estate Selling 
(Continud from Page 10) 
> 


copy, poor timing, poor spacing, etc. 
True, there is a cumulative effect to 
this advertising, but properly planned 
and executed, we could have doubled 
or trebled our sales with probably less 
expense. 


Basic Principles 


(1) The moment the buyer ex- 
presses an interest in the property, 


start selling and get your offer writ- 
ten out. 


(2) Try to have husband and wife 
sign the offer. 


(3) Get a substantial deposit. 


(4) If unable to have offer ac- 
cepted, always try to have it signed 
back at some compromised price. 
This narrows the gap. 


(5) If successful, immediately no- 
tify the buyer and congratulate him. 
The next three days is the danger 
period in every sale, when he wonders 
if he has done the right thing. You 
must mentally help him and re-affirm 
his positive thought that he has done 
the right thing. Naturally, there is a 
psychological time to present an offer 
preferably in the quietness of the 
client’s home after dinner, when dis- 
tractions are at a minimum. We 
should all adopt as professional an 
attitude as possible in real estate; we 
should figure it to be a continous Uni- 
versity course of education as long 
as we are in the business. With a pos- 
itive outlook and a desire to serve, 
the earnings of the conscientious, sin- 
cere salesman can be increased tre- 
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mendously. He can build up his old- 


age annuity in the form of satisfied 
clients who will come to him for years. 
We know the average family moves 
once every five years. If you don’t 
forget them through the intervening 
years, they won’t forget you when 
the time comes to make a change. 
Properly handled, all clients—and 
clients you don't sell—can be your 
greatest boosters. 


Town Planning 
(Continued from page 6) 
gS 


their establishment, according to ac- 
cepted standards. 


From the playfield point of view, 
the analysis shows that: 
20 districts are completely lack- 
ing in playfields; 
24 districts are inadequately ser- 
ved by the existing playfields; 
52 districts are well served by 
the existing playfields. 


Out of the 20 districts which are 
not provided with playfields, four have 
populations too small to justify their 
establishment. 


The master plan of open spaces 
shows, in addition to the existing pub- 
lic open spaces, the new playgrounds 
and playfields which would be re- 
quired to served Montreal adequately 
with regard to its present and ulti- 
mate population. 


This master plan of open spaces 
does not show definitely the site of all 
future open spaces but it confines it- 
self, in the majority of cases, to the 
determination of the approximate de- 
sirable site as a guide for acquiring 
future playgrounds and playfields. 


Immediate attention, in the imple- 
mentation of the master plan of open 
spaces, has already been given to the 
sectors and districts being rapidly 
developed but where vacant areas still 
remain at appropriate sites, and also 
to heavily populated sectors and dis- 
tricts which include obsolescent build- 
ings. 


Metropolitan and 
Regional Needs 


The lack of in-town open land aris- 
ing from present dense development 
and the free movement of people per- 
mitted by the automobile are com- 
bining to make the planning of large 
parks and connecting parkways more 
and more a matter of metropolitan 
and regional concern. All the com- 
prehensive regional planning studies 
which are going forward today are 
stressing the necessity of the reser- 


vation of land appropriate for re- 
creation before the influx of a grow- 
ing population, just as some fore- 
sighted American cities of a gener- 
ation ago secured outer park areas 
which are now priceless possessions. 

The wide radius of suburban living 
and of pleasure trips offered by the 
automobile makes the provision of 
landscaped parks essentially a re- 
gional problem. The value of such 
regional parks is self-evident, es- 
pecially for the tourist trade. 

The ideal diagram of any metro- 
politan or regional park and park- 
way system would seem to be a series 
of radiating wedges running outward 
from the very heart of the city, reach- 
ing several large outlying landscaped 
reservations which in turn would be 
connected by circumferential planted 
drives. 


A parkway is a road running 
through park areas varying in width 
from 50 to 500 feet, according to the 
type of development traversed. As 
an elongated park, one of the normal 
functions of the parkway is the en- 
joyment of pleasant landscape feat- 
ures. 

The development foreseen on the 
South Shore would indicate the im- 
mediate need for a belt parkway 
linking Laprairie to Sorel through 
land which could still be provided at 
a reasonable price so as to secure a 
wide enough right-of-way for a real 
parkway treatment. Such a measure 
would constitute a tremendous en- 
chantment to the quality of the urban 
areas of the South Shore, while solv- 
ing at the same time a most vital 
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traffic problem. The same way of 
thinking would apply to the resid- 
ential developments of Jésus Island 
and to the sections of the Metropol- 
itan Boulevard in the eastern and 
western parts of the Montreal Island. 


Within Montreal, Gouin Boulevard 
and the Aqueduct Boulevard could 
provide great opportunities for pleas- 
ant promenade boulevards traversing 
adequately planned residential devel- 
opments. 


Parkways 

At this moment when there is ser- 
ious talk of arterial roads to link 
Montreal to the Laurentians, Quebec 
and the United States, it is more im- 
portant than ever to stress the out- 
rage which is met along the high- 
Ways giving access to Montreal. 
This is the well-known ribbon-type 
highway development with its bun- 
galows, summer shacks, motels, gas- 
oline service stations and automobile 
cemeteries. This development has 
given birth to a continuous back- 
ground which has now been seen 
against a universal foreground of 
billboards, wire, gasoline pumps, 
parked cars, cement works and gen- 
erator stations. The view becomes 
wire and pylon first and site second. 
In some cases, it becomes wire and 
pylon everywhere and site nowhere. 
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All these adjuncts of modern life are 
scattered all over the sites as if they 
were not visible. Pylons and posts 
are not bad themselves, but when 
their overcrowding submerges the 
land surface, the final appearance is 
like that of oil fields or burnt-down 
forests. 


Arterial roads are indispensible, but 
they can be beautiful if they have not 
become the projection of mediocrity 
from one spot to the next. Too often, 
the roadside is left as a dusty explos- 
ion from a local volcano. The whole 
length of the roads is used as a dump- 
ing ground, by producing an endless 
chain of hot-dog stands and gasoline 
stations. 

It has been announced that more 
than $40,000,000 might be spent on a 
modern highway linking Montreal to 
the beautiful Laurentians. I am sure 
that the authorities concerned will 
not spend such an amount of money 
without giving due consideration to 
the aesthetics of such a road, which 
may be one of the most beautiful 
parkways in North America. It 
would be very distressing if consider- 
ations would be limited to traffiic 
engineering and economics alone, 
whatever importance they may have. 
Any investment in such _ beautifi- 
cation would be more than justified, 
not only by the aesthic values thus 
created but especially by the in 
creased value thus given to the ad- 
joining land. The Bronx River Park- 
way near New York City has in- 


creased the value of the adjoining 
land by 800 per cent. 

The Laurentian parkway is espec- 
ially important, as this road will 
become one of the most travelled out- 
lets and inlets, especially for tourists. 
This entrance into Montreal should 
be of the highest quality and the 
treatment of the right-of-way ought 
to be such that it will create an im- 
pression of vastness and beauty and 
will be integrated within the most 
functional development of the sur- 
rounding land. It should not impede 
the development of very valuable 
land, by creating for traffic a canal 
running through the backyards of 
houses and giving view on balconies, 
wooden exterior staircases and wood- 
en sheds and shacks. 


There is an opportunity of realizing 
one of the most beautiful attractions 
in the Montreal area. We are con- 
fident that such an opportunity has 
already been duly considered by the 
proper authorities. 


Intangible Values 

There are other values besides the 
practical and financial ones which 
are more important in the long run. 
Those are the intangible values. Let 
us recognise them before it is too 
late. If we are too busy making our 
urban developments and improve- 
ments efficient, we might forget that 
such intangible values are and will al- 
ways remain the most vital part of 
our city’s livelihood. 





Toronto Suburbanites Petition 
For Commuter Train 


Commuter train service to the 
suburbs would alleviate traffic con- 
gestion within Toronto proper, and 
would also be self-supporting, were 
the main points contained in a brief 
presented to the Metropolitan Con- 
ference of Ratepayers on Railway 
Cummuter Service by George Os- 
borne, president of the Agincourt 
Ratepayers’ Association late in April. 


The Agincourt Association took 
pains to provide evidence to back 
their claim. Out of 1,300 homes in 
Agincourt, poll cards were filled out 
by 1,046. Of the total replies, 67 per 
cent desired regular transportation 
to and from Toronto other than by 
automobile; 80 per cent would use 
railway cummuter service if it were 
available; over 50 per cent would 
wish to arrive in Toronto between 
eight and 8.30 in the morning; nearly 
70 per cent would wish to leave Tor- 


onto between five and 5.30 in the 
evening; 73 per cent would purchase 
commuter tickets if they were avail- 
able. 


The Association pointed out in 
their brief that the Toronto Transit 
Commission has been unable to at- 
tract the suburbanite except for 
short local trips. Rapid Transit 
seems to be the desire of the subur- 
banite, and the brief outlined how the 
railways could avoid routing into 
Union Station by moving through 
North Toronto station, now unused. 
They asserted that, contrary to the 
railway statement that such service 
would be uneconomical, a properly 
designed route and schedule which 
took in all suburban areas of Toronto 
expressing a desire for the service, 
could certainly pay for itself and 
moreover would relieve the urban 
area of hundreds of motor vehicles a 
day. 





ALBERTA ALBUM 


A thumbnail sketch of your fellow Realtors 
in Alberta so you'll know who's who. 





an * 


John W. Sherwin 


John Sherwin holds an honor pro- 
bably not held by any other realtor 
in Canada: he is a freeman of the 
City of London, England, a position 
retained by three generations of his 
family. The four vellum parchments 
signed by the Lord Mayors of London 
are among his most treasured pos- 
sessions. 


Mr. Sherwin was born at Dalston, 
near London. Soon after he finished 
his schooling he went to Ipswich in 
Suffolk for a three-year apprentice- 
ship in engineering. On returning to 
London he worked as a draughts- 
man for two years and then joined 
his father’s hardware and engineer 
business in Leicestershire. He came 
to Canada in 1904. 


After a short stay in Toronto he 
moved to Winnipeg. His first work 
was as a draughtsman, but a year later 
he went into partnership with Thomas 
Wright, forming a real estate business. 
The profession was then in its infancy 
in the west. He continued with it until 
1917, a time when business was very 
quiet in Winnipeg. He then took a 
position as inspector with the Bouler 
Insurance Company of Toronto and 
travelled widely throughout the west 


CANADIAN REALTOR — MAY, 1956 


Real Estate 
Association 


to the coast. The firm of Allan, Mc- 
kay and Green, then one of the lar- 
gest real estate and insurance firms 
in Edmonton, offered him a position as 
rental manager and he remained 
with them for three years before 
starting up his own company again, 
which he has stayed with ever since. 


Mr. Sherwin has been an active 
member of the Edmonton board for 
years, and was secretary for four 
years. During the pioneer years, with 
the help of such members as Andrew 
Whyte, Luke Winterburn, Frank Lori- 
mer, Sid Lawrie, Stuart Darroch, the 
charter for the Real Estate Assoc- 
iation was obtained, and the govern- 
ment was induced to require licencing 
of all real estate agents. When he 
was secretary, membership in the 
Winnipeg board was doubled. 


On June 14, 1954, the Association 
presented Mr. Sherwin with a bronze 
plaque and life membership in recog- 
nition of his great services to the 
Association in particular and the real 
estate profession in general. 


Lethbridge 


John T. Rich, president, and W. 
Frank Johns, executive secretary of 
the Calgary Real Estate Board, jour- 
neyed to Lethbridge April 11 to ad- 
dress the regular dinner meeting of 
the Lethbridge Real Estate Board. 
Linc Coward, the Lethbridge presid- 
ent, called the meeting to consider 
very carefully the advantages of in- 
augurating a co-operative listing sys- 
tem in that city, and Mr. Rich and 
Mr. Johns answered many questions 
from the floor concerning the oper- 
ation of a co-op. 


At the close of the meeting, those 
present decided to organise a Co- 
operative Listing Bureau, and it is 
hoped the Lethbridge Board will have 
the thirty-fourth co-op in Canada op- 
erating by July 1. 


Alta. Association 


A delegation of Alberta Real Estate 
Association members called on the 
Hon. A. J. Hooke, Minister of Munic- 


EXECUTIVE COMMITTEE 
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ipal Affairs, in Edmonton on May 15. 
The group discussed with Mr. Hooke 
the question of amending the Real 
Estate Agents’ Licencing Act in Al- 
berta to provide for examinations of 
agents and salesmen prior to licenc- 


ing. 


The delegation to the Parliament 
Buildings consisted of Clair J. Cote, 
chairman of the educational com- 
mittee; A. M. Edwards, president of 
Alberta Real Estate Association; 
Jack Weber, president of the Canad- 
ian Institute of Realtors; S. L. Mel- 
ton, president of the Alberta Real 
Estate Association; Art Dixon, M.L.A., 
Deputy Speaker, Alberta Legisla- 
ture; and the Hon. F. C. Colborne, 
M.L.A., Minister Without Portfolio. 


An announcement from the Alberta 
Real Estate Association indicates that 
there are now 540 members on the 
books, an 80 per cent increase in the 
past two years. 


Canadian Realtors 
To Attend 
International Congress 


Some fortunate Canadian realtors 
are on their way to Europe to the In- 
ternational Real Estate Federation's 
seventh annual congress. It is being 
held in Vienna, Austria, this year, 
June 12 to 15, and North American 
delegates sail on May 30. 


Included in the price of the trip 
and attendance at the congress is a 
tour of parts of Europe, including sev- 
eral days sightseeing in each of Paris, 
Lucerne, Venice, Florence, Rome and 
Naples. It promises to be an exciting 
trip from every angle, and the Can- 
adian Realtor will carry news and 
pictures on the congress as soon as 
these become available. A Canadian 
and member of Toronto Real Estate 
Board, E. W. Gladstone was appointed 
vice-president of the Federation at 
last year’s congress held in Geneva. 
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SASKATCHEWAN 
PROFILE 





Don Koyl 


Donald H. Koyl was born in Saska- 
toon, Saskachewan, 38 years ago. 
His father had already been estab- 
lished in the real estate business for 
for several years, so it was natural 
that Don joined the family firm of 
Koyl Agencies Limited in 1935. This 
was after receiving his education in 
Saskatoon public and high schools. 


To help broaden his knowledge of 
the insurance business, Don spent the 
year 1939 travelling throughout the 
various cities of Western Canada or- 
ganizing branches for a Lloyd’s of 
London insurance broker. By 1940 
he had made up his mind to become 
a pilot and AC2 Koyl presented him- 
self to the R.C.A.F. with this object- 
ive in view. He attained his goal and 
after a varied and _ distinguished 
career, was transformed in 1945 form 
Squadron Leader Koyl, D.H., to D. H. 
Koyl, Esquire. 


Active Realtor 


Don has always been and still is a 
strong booster and firm believer in 
real estate board activities. He was 
president of the Saskatoon Real Es- 
tate Board for 1950-1951, is a former 
director of the Saskatchewan Real 
Estate Association and is currently 
serving his third term as regional 
vice-president for Saskatchewan on 
C.A.R.E.B. 


Last year he served as membership 
chairman of C.A.R.E.B., his task in 
this position being to increase the 
membership from 4,000 to 5,000 in 
1955. With the challange of Hugh 
Shortill ringing in his ears, and the 
drive of people like Jack Weber and 
Herb Fullerton of Vancouver to aid 
him, this objective wass attained. 


22 


COAST TO COAST 


This year Don is spending as chair- 
man of the historical committee 
whose function is to commence 
gathering the history of the organ- 
ization before records and the mem- 
ories of older memories are lost. 


Don Koy] is a familiar figure at 
C.A.R.E.B. conventions, having atten- 
ded the last six. His friendliness and 
broad understanding of real estate 
problems have been put to good use 
many times while moderating panels 
and taking part in general discussions 
at these conventions. His friend- 
liness and understanding is also ev- 
ident in his home office and have done 
much to produce the cohesive and 
smoothly functioning atmosphere 
that is always evident there. 


Member of C.I.R. 


As well as these activities in 
C.A.R.E.B., he is one of the first mem- 
bers of the Canadian Institute of 
Realtors and is serving on the gover- 
ning council as a member of the ex- 
ecutive committee. 


Don and his charming wife, Doris, 
have a son aged 13 and a daughter 
aged 9, so it is within the realms of 
possibility that the firm of Koyl 
Agencies Limited may yet see a 
grandfather, son and grandson com- 
bination carrying on the firm’s tra- 
dition of serving the real estate and 
insurance needs of the people of 
Saskatoon. 


As hobbies, Don counts his business 
and C.A.R.E.B. of first importance but 
they are probably only slightly ahead 
of his work with the Toastmasters 
Club of which he is past president. 
He is reported to wield a mean broom 
and throw a straight rock in the an- 
cient Scots game of curling. 


He is a member of the Board of 
Trade and various service organiz- 
ations as well as being a member and 
supporter of thte United Church in 
Saskatoon. 


VANCOUVER 


Multiple listing sales of the Van- 
couver Real Estate Board reached an 
all time high of $7,881,000 for the 
first quarter of 1956 according to fig- 
ures released by Len Korsch, chair- 
man of the M.L.S. committee, at the 
board’s luncheon on April 11. 


Sales Rise 62 per cent 


Mr. Korsch reported an increase in 
sales of more than 62 per cent over 
figures of $4,900,000 recorded for 
first quarter in 1955. He also said that 
the percentage of sales made on list- 





ings taken had jumped from 21.5 per 
cent to 28.4 per cent. 


Philip Barchard of the B.C. Elect- 
ric gas division told the realtors that 
known resources of natural gas in 
B.C. were 2.2 trillion feet. This was 
the equivalent in power energy to 
more thtan 300 years supply for the 
Lower Mainland area when compared 
with the output of electricity in 1955. 
Although there were approximately 
15 trillion cubic feet of natural gas 
resources in Alberta, the rate of dis- 
covery in B.C. was much faster, he 
said. 


Membership certificates were pre- 
sented to the following by president 
Arthur Jacobson: Mrs. M. E. Baigent, 
Rober’s Realty; E. M. Gillott, Brad- 
ley-Wilson (1954) Ltd.; Joseph Greer, 
Greer Bros. Agencies Ltd.; Allen R. 
Milner, Richmond Realty and Invest- 
ments Ltd.; J. G. Macdonald, Mac- 
donald Realty Ltd.; and Dick DeLuca, 
D. DeLuca Realty. 


Douglas B. Allen of Pemberton 
Realty Corp. Ltd., has been elected 
president of the salesmen’s division 
of the Vancouver board. Walter Kerr 
of MacAulay, Nicolls, Maitland and 
Co. was elected vice-president at the 
annual meeting of the division. 


Directors Appointed 


The following are the directors for 
1956: Bert Edwards, H. A. Roberts 
Ltd.; George C. Hall, Pemberton 
Realty Corp. Ltd.; Mrs. Merita 
Harris, Rutherford McRae Ltd.; Ken 
Ireland, Wm. Secora Realty Ltd.; Jim 
Marshall, Gordon M. Thompson Ltd.; 
Pat McFaul, S. E. Peters and Co. Ltd.; 
Jack Oliver, A. E. Austin Co. Ltd. 


The chairmen of committees for 
1956 have been announced by the Van- 
couver board. Some committees are 
at full strength and others are rapidly 
being lined up. 


Committees 


The following are the committees 
and their new chairmen: finance, F. 
B. Urquhart; legislative and public 
affairs, Herbert R. Fullerton; sales- 
men’s division, Douglas Allen; con- 
vention, J. F. Kelly; membership and 
attendance, R. A. Pound; program, 
entertainment and sports, J. K. Lav- 
erick; statistical and survey, S. G. 
Freeze; liaison, G. H. MacKenzie; 
by-laws standard forms and legal, H. 
P. Bell-Ivering; education and library, 
Charlie Brown; publicity and public 
relations, Harold B. Itter; arbitra- 
tion, R. G. Patterson; complaints and 
discipline, Harold Chivers; multiple 
listing service, Len Korsch. 


LETTERS... 


(Copy of letter to R. A. Paterson, 
president, C.A.R.E.B. from S. Joseph 
Tankoos, Jr.) 


Dear Roy: 


I write you as a non-resident though 
deeply interested member of your 
CAREB. 


We deal, as you know, in relatively 
large investment real estate trans- 
actions and invariably on behalf of 
U.S. investment funds —both in- 
stitutional and private. Considering 
the magnitude of our investments 
(our average transaction is about 
$1,000,000) and the character of our 
clients, it has been necessary for us 
to study, with a degree of detail un- 
necessary to many of your members, 
the tax laws and regulations of Can- 
ada as they particularly relate to 
real estate. 


We feel, as you of course do, that 
the most fundamental investment of 
all is real estate. 


We, and you, feel that Canada faces 
an era of great industrial and com- 
mercial expansion, rivaling and pro- 
bably exceeding that of the past 
post-war years. In such an era there 
are, or should be, tremendous oppor- 
tunities for realty investment—and 
for realty brokers. 


Much of the funds, and many of 
the buyers for your deals, can pro- 
fitably come from the U.S. 


Such men who can easily put down 
on the line seven or eight figure sums 
of cash are not rare, but they very 
rarely are not tax conscious. 


I think you know that in the past 
two years Elliot Yarmon and myself 
have been involved in deals, generally 
with Canadian realtors as associates, 
aggregating in excess of $15,000,000, 
wherein the buyers have been U.S. 
investors. 


In the last 12 months your Canad- 
ian real estate industry has seen 
other important U.S. names appear 
as Canadian realty investors: William 
Zeckendorf, the most imaginative 
and farsighted of us all; Louis Glick- 
man, dymanic owner of major pro- 
perties from one coast of the U.S. to 
the other; Marvin Kratter, Louis 
Cooper, Robert Simon, Harry Helm- 
sley and so on. All of them and we, 
too, are making deals with Canadian 
brokers. 


This is an early trend—one that can 
and should be fostered if only for the 
good it will surely do your able broker 
members. And there are other bene- 
fits. Your CAREB should take a real 
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and substancial interest, I believe, in 
developing this movement. A major 
way to do this is for your associates 
to take a definate, emphatic interest 
in the tax laws and regulations of 
your country, because within the 
sphere of taxes lies the big induce- 
ment or big deterrent for the large 
investor. I am neither accountant 
nor attorney, but I read and re-read 
with great interest the printing in 
the February 4 issue of the Financial 
Post the brief submitted to the Gor- 
don Commission by J. G. Glassco. 
(See page 26, February REALTOR.) 


I most strongly urge you and all 
the executives of your association to 
read it, for there are most important 
implications here for our profession. 
A few facets of this comprehensive 
and thoughtful exposition I would like 
to explore with you. 


Mr. Glassco suggests a modification 
of the present law on realty invest- 
ments allowing the non-resident the 
option of a 15 per cent withholding 
tax on the gross rental income or fil- 
ing and paying tax as a Canadian 
taxpayer. He proposes that the law 
regard ownership of realty by a non- 
resident simply as an investment— 
which is simply what it is—and the 
15 per cent withholding tax be com- 
puted on the net property income. 


The bookkeeping involved under 
the present rules is tremendous—not 
only for the investor but for the tax 
collector as well. Let me give you 
just an example: 


A group of our U.S. clients own 
jointly a Canadian property worth 
about half a million dollars. There 
are 14 separate entities. We are a- 
bout to file 14 Canadian income tax re- 
turns for these investors for 1955. 
Filing 14 times in this way, the group 
as a whole will pay exactly $10.73 
more than on the basis suggested in 
the article. Mr. Glassco suggests that 
this change “might attract substan- 
tial amounts of foreign capital’. 


Believe me when I tell you it will 
greatly expedite our investment pro- 
gram. Not because of the tax saving 
which, regardless of amount, is not 
important because it becomes a credit 
against U.S. tax, but because of its 
simplicity both to operate and, more 
important, to explain to the first- 
time investor. Subsequently Mr. 
Glassco suggests the lowering to five 
per cent of the withholding tax on a 
special type of NRO whose income 
would consist principally of NHA 
mortgage interest. Two years ago we, 
in conjunction with a New York 
banking house, arranged a $12,500,000 
commitment of institutional funds to 
be used solely for NHA mortages. 


Do you remember that this was at a 
time when all your brokers were 
beating the bushes for NHA mort- 
gages? 


This money—which would have 
been just the beginning of a large 
flow—never materialized and one 
of the major obstacles was the 15 per 
cent withholding on the interest in- 
come. 


On the subject of withholding, let 
me point out another absolutely tre- 
mendous source of U.S. realty invest- 
ment money—both mortgage and 
“sale-lease-back” financing presently 
blocked from your country. 


a) U.S. Life insurance companies 
without large Canadian reserve. 
These companies pay a special U.S. 
income tax—from four to six per cent 
—on investment income. They are, 
therefore, unable to use the offset 
against U.S. income tax to any signifi- 
cant extent. 


b) Pension funds and eleemosynary 
institutions which are tax free in the 
U.S. are invariably economically bar- 
red from making most attractive in- 
vestments in Canadian mortgage and 
realty. 


Given a quid-pro-quo where Canada 
and the U.S. would tax such a cate- 
gory of non-residents as does the 
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Would YOU try to row a boat 


without oars? 


Of course not. Everyone knows you can't make much headway 
on any job unless you have the proper tools. But there are still 
many people who try to bulldoze their way through a job with- 
out the right equipment or know-how. The Canadian Realtor 
magazine is one of the tools of your profession designed to 
keep you abreast of current trends, news, developments and 
know-how in the Real Estate field. Our 1956 schedule of articles 
covering land speculation and development, boom cities, indus- 
trial and commercial investment as well as successful techniques 
used by successful realtors is a must on the reading list of all 
who have an interest in real estate and investments. 
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mail the subscription order form now. 


SUBSCRIPTION ORDER FORM 


Canadian Association of Real Estate Boards, 


1883 Yonge Street, 


Toronto, Ontario. 


Please enter our Canadian Realtor subscription for one year $5.00. 


Enclosed is our cheque/money order. 


OS ee eee 
Firm name 
Address 


24 


resident country, you could have 
readily available absolutely magnifi- 
cent investment sums. 


Let me dwell a moment on another 
factor which involves tax matters and 
our—yours and mine—business. Is 
it because the real estate industry is 
uninformed and inarticulate or be- 
cause realty investment is thought to 
be relatively new, that the real estate 
investor is treated as a step-child or 
waif by Canadian tax authorities? 
Last year the regulations concerning 
non-resident-owned investment cor- 
porations were abruptly changed to 
exclude from its classification any 
corporation receiving more than 10 
per cent of its income from rents. 
Why real estate? Why not oil, air- 
planes, machine tools? In regard to 
capital gains, one reads constantly of 
the great tax free capital gains made, 
particularly in oil and uranium, in 
your stock markets. Yet a man, re- 
gardless of his primary ocupation, 
who has bought and held for invest- 
ment certain parcels of real estate 
must frequently refuse sugstantial 
profits on the sale of his investment 
because it will probably be called ‘‘in- 
come”. 


The article written by Mr. Glassco 
deals briefly with real estate matters, 
but significantly, I think. He con- 
cluded with the recommendation that 
a small committee be appointed to 
study in detail all the questions raised. 
Believe me when I say that you will 
add stature to your organization and 
will immeasurably benefit your profes- 
sion if the CAREB heartily endorses 
and strongly recommends such a com- 
mittee and then offers its whole- 
hearted and enthusiastic support and 
co-operation. 

Best regards, 
S. Joseph Tankoos, Jr. 


(Ed. note: The matter of tax laws and regu- 
lations is of interest to all engaged in our 
profession. No doubt many of our readers 
will have opinions bearing directly on this 
subject; we would welcome further comment 
from the membership on this matter.) 


Mr. H. W. Follows, 
Executive Secretary, 
C.A.R.E.B. 


Dear Sir, 

We are pleased indeed with your 
magazine and would like to subscribe 
for one year. We have forwarded a 
remittance to you through the Nat- 
ional Bank of Australasia Limited. 


We would like to thank you for the 
interest you have shown to our in- 
quiry, and in forwarding along the 
December issue. There is no maga- 
zine in Australia that we know of to 


equal the standard otf your publi- 
cation, and we are pleased that your 
association was recommended to us. 


Now that you are aware of the 
type of publication that interests us 
we shall be pleased of any further 
recommendations as regards maga- 
zines or other publications that you 
might hear of. 


Thanking you once again. 


Very truly yours, 

S. Rosman Day, 

Secretary. 

William James and Co. Ltd., 
Real Estate Agent, 

Adelaide, South Australia. 


The Editor, 
Canadian Realtor. 


Re: Compensation in the case of 
Expropriation 


Dear Sir: 


In the September issue of the 
“Realtor”, you published a reply by 
F. Kent Hamilton to a letter of mine 
which appeared in the Globe and 
Mail earlier in the year. You men- 
tioned that Mr. Hamilton had taken 
isssue with points I had raised re- 
garding payment of fees to profes- 
sional advisors where they were re- 
tained to prepare a claim on behalf 
of the owner whose property is being 
expropriated. 

In particular, in the case of advice 
being given by a professional ap- 
praiser, or where a lawyer acts for 
the owner, the point I wish to bring 
out is that there is no provision under 
existing legislation for the owner to 
be reimbursed for the cost of retain- 
ing such experts. The owner will re- 
ceive compensation calculated to be 
the equivalent of the value to him of 
the property which is being forcibly 
taken from him, and he may receive 
compensation up to 10 per cent ex- 
tra because the taking is forcible, 
but the cost to which he is put in 
order to establish the amount of his 
claim apparently must be borne out 
of the owner’s own pocket. 


Mr. Hamilton’s contention was 
that, in principle, my remarks were 
wrong, and that there was provision 
for compensation to be paid to the 
owner to cover the expense of em- 
ploying professional experts. 


Enclosed please find copy of a let- 
ter which I wrote to Mr. Hamilton, 
which I think is largely self-explan- 
atory. I have heard from Mr. Ham- 
ilton, and he suggested that I pro- 
ceed to submit this letter to you for 
publication in thte “Realtor”. I 
think the matter of great public im- 
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portance and vital interest to all 
members of the real estate profes- 
sion, particularly when we hear such 
schemes as the Don Valley Parkway 
having been approved by the Ontario 
Municipal Board, and when there is 
every likelihood that large expro- 
priations will shortly be taking place 
in the Alexander—Wellesley Street 
area in the City of Toronto. 


Yours very truly, 

G. I. M. Young, B.Sc., A.R.I.C.S., 

Appraisal and Mortgage Depart- 
ment, 

Shortill and Hodkins Limited. 


Re: Seaway Compensation 
Dear Mr. Hamilton, 


I read with considerable interest 
your reply to my letter in the Globe 
and Mail and the subsequent article 
which appeared in the “Canadian 
Realtor” in September 1955. I must 
appoligize for not having written to 
you sooner but have taken some pains 
to establish the situation in which an 
owner will find himself under these 
circumstances. 


Legal opinions been sought in 
Toronto and elsewhere and_ the 
views have been obtained of a past 
president of the Canadian Bar Assoc- 
iation and in no instance have I been 
able to establish that there is any 
principle of law or any provision in 
any provincial statute that will enable 
an owner to receive as part of his 
compensation, the amount of fees if 
he has sought to employ a professional 
appraiser to act on his behalf, whether 
or not he goes to court. 


It is not disputed that if he does go 
to court he may be entitled to a nom- 
inal expert witness fee, but this is not 
a fee for an appraisal, only a fee for 
giving evidence. 


Perhaps the fairest way to put the 
problem is that if the position is as 
outlined by you, there are certainly 
very few members of the legal or ap- 
praisal profession who are aware of 
the privilage to which you refer and 
you will indeed be providing a val- 
uable service to the public at large, 
and the profession in particular, if 
you would be so kind as to give pub- 
licity to the means whereby owners 
may secure from the expropriating 
authority payment of the fees of pro- 
fessional experts whom they retain. 


The problem, of course, goes a 
little deeper and it should be the prin- 
ciple that an expropriated owner may 
employ not only profesional apprais- 
ers but lawyers as well to advise him; 
and that by retaining such profes- 
sional services he should not be one 





red cent out of pocket by reason of 
the forcible taking of his land. 


I am largely in agreement with 
the second part of your letter which 
is concerned with relocating expro- 
priated owners and I think in cer- 
tain special cases this is the only 
equitable approach. However, if all 
expropriated owners are to have the 
privilage of relocation, the question 
which comes to mind is how are we 
to deal with the owners who have to 
be expropriated in order to provide 
such alternative sites, especially in 
the case of such large a scheme as 
in the Seaway where thousands of 
people would have to be moved before 
the project is completed. 


Though the Seaway is given pub- 
licity because of the scale of the pro- 
ject involved in one single operation 
it is nevertheless the case that many 
expropriations are taking place all 
over the province every year as roads 
are widened, parking accommodation 
is required or as areas are scheduled 
for re-development; in a dozen 
different ways the issues we are deal- 
ing with here relate to a far broader 
problem. 


Yours very truly, 
G. I. M. Young, B.Sc., A.R.I.C.S. 


N.H.B.A. Elect Officers 

Harry J. Long of Toronto was re- 
elected president of the National 
House Builders Association at their 
13th annual convention, held in Wind- 
sor in March. Mr. Long is past pres- 
ident of the Calgary Real Estate 
Board and of the Alberta Real Estate 
Association. He has also been region- 
al vice-president for C.A.R.E.B. 


Other officers of the N.H.B.A. in- 
clude Reg Quartz of Montreal, L. E. 
Wade of Calgary, L. A. Rice of Tor- 
onto, R. A. Nelson of Vancouver, Roy 
Templeton of Red Deer, Thomas Ma- 
gee of Saskatoon, A. W. Haag of 
Winnipeg, Charles B. Campbell of 
Hamilton, Irving Magil of Montreal 
and J. G. Simpson of Halifax. 
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Announce Plans for 
Multi-Million-Dollar 


Development 


A multi-million-dollar industrial 
and residential development for Tor- 
onto and Trafalgar Townships west of 
Streetville, to provide homes for 
100,000 persons in ten years, was an- 
nounced May 10 in Toronto. 

Four financial groups, of which the 
largest is E. P. Taylor’s Argus Cor- 
poration-Don Mills Developments 
group, have spent five years buying 
options on 10,000 acres of farmland at 
prices from $700 to $6,000 an acre. 
The bulk of it is now zoned for agri- 
culture. 


Toronto Township will insist on 
50-50 industrial and residential de- 
velopment of the tract, worth at least 
$15,000,000 as it stands. 


The 4,000-acre tract in Trafalgar 
Township, valued at $6,000,000, lies 
between the Trafalgar 7th Line and 
the townlines, extending from the 
Dundas Highway on the south to the 
Base Line Rd. on the north. It bor- 
ders on the 6,000 acres in Toronto 
Township running from the Trafal- 
gar townline to the 4th Line west at 
Streetville and from the Dundas 
Highway to Meadowvale Rd. on the 
north. 

Three real estate firms—R. Hill 
and Co., A. E. LePage and J. D. 
Terryberry Ltd.—assembled the op- 
tions for the investing groups. Several 
of the groups are inter-related and 
spokesmen say they will co-operate in 
the development although a further 
1,200 acres immediately north are 
held by an English syndicate. The 


others involved are Richmond Asso- 
ciates, Trafalgar Investments Ltd., 
and a U.S. syndicate headed by Nic- 
holas Farkas of Farkas and Barron 
Ltd. of Canada, consulting engineers 
owning 1,350 acres bought from Erin 
Developments Ltd. 

This area has already attracted 
the attention of major industrial in- 
terests seeking sites between Toronto 
and Hamilton. Among them is St. 
Lawrence Cement, which has started 
work on a multi-million-dollar plant 
at Clarkson. 


The principals estimate the devel- 
opment will be one of Canda’s largest 


when completed and will offer indus- 
trialists the bait of the federal gov- 
ernment’s projected harbor facilities 
at Port Credit. 


Both the C.N.R. and C.P.R. serve 
the district and the projected exten- 
sion of No. 401 Highway will pass the 
northeast corner of the tract. 


The scheme is expected to assist 
Toronto and Trafalgar Townships’ 
plans for sewage treatment plants on 
the lake and remove the worry of con- 
servationists that the Credit River 
would be polluted. 


In Cooksville, Toronto Township 
Deputy Reeve Leslie Hughes sug- 
gested the townships would co-oper- 
ate on a joint plant at Clarkson where 
his municipality owns a site sufficient 
for the needs of 200,000 persons. 


The township is ready to call ten- 
ders for the Clarkson plant for a 
preliminary capacity for 10,000 pop- 
ulation and is co-operating with 
Metro on another plant at Lakeview. 


Shopping Centre Construction 
Programme Announced by 
Principal Investments Ltd. 


The biggest shopping centre pro- 
moters in Canada—Principal Invest- 
ments Ltd.—have entered Quebec 
with the announcement of a four- 
million-dollar centre to be built on 
Montreal's South Shore. Other sim- 
ilar projects are planned for other 
parts of the province. The company 
already has 11 major shopping centres 
operating in Ontario, will open an- 
other 10 during the next year, and 
controls a great deal of office and bus- 
ines property across the country. 


Make Friends... 


By giving a gift subscription of the 
Canadian Realtor to your associates in the law, con- 
struction, insurance, mortgage and investment businesses. 
Your business friends and prospective clients will appre- 
ciate receiving the only Canadian magazine devoted to 
the latest thinking and up-to-date trends in the real estate 


business. 


A subscription costs only $5.00. Mail your cheque and 
the names of those you wish to receive a copy to the 
Secretary, Canadian Association of Real Estate Boards, 
1883 Yonge St., Toronto, Ont. 
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The new Montreal centre will be in 
Greenfield Park, will have a 1,500-foot 
frontage with space for 40 stores and 
a 3,000-car parking area. It is sched- 
uled to open next March, Features 
will include covered walks, night shop- 
ping, a 24-hour bowling alley and 
music. 

A two-and-a-half-million-dollar cen- 
tre is also being built by Principal In- 
vestments on the outskirts of Sud- 
bury, Ontario. Six others are now 
underway in Ontario and will be com- 
pleted this year. 


One centre is being planned for 
Regina and eight more for Ontario. 
Two new Offiice buildings are planned 
for Toronto at a cost of over $11 
million, 
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DIRECTORY 


GENERAL 
REAL ESTATE 


CORNWALL, ONT. 


Dominic A. Battista, Realtor, 
634 Augustus St., ' 
Cornwall, (the Seaway City). 


FOR REAL ESTATE 
SALES 
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Hughes & Co. Ltd., 
125 - 10th Street. 
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Burn-Weber Agencies, 
218 Seventh Ave. W. 
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Spencer & Grierson Ltd., 
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OTTAWA, ONT. 


A. H. Fitzsimmons and Son, 
Realtors, 197 Sparks Street, 
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PETERBOROUGH, ONT. 


Irwin Sargent and Lowes, 
441 Water Street. 


VANCOUVER, B.C. 
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1215 May Street. 
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Roy Limited, 
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517 Hamilton Street. 
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Rates for Advertising 
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Directory: 
Per 
Issue 
2 lines — 12 issues $3.00 
2 lines — 6 issues $3.50 
2 lines — less than 6 issues $4.00 


Additional lines, 50 cents per issue. 
No charge for city and province lines. 


PROFESSIONAL 
LISTINGS 


Edmonton Land Co. Ltd. 


Farm lands, city properties, industrial sites 


1 MacDougall Court, 
10062 - 100th Street 


Edmonton, Alberta 
Manager - J. W. Sherwin Phone 22655 





R. A. DAVIS & CO. 
REAL ESTATE APPRAISERS 
AND CONSULTANTS 


R. A. Davis, M.A.I., A.U.A., S.R.A. 
357 Bay St. 13 George St. 
Toronto, Ont. Brantford, Ont. 
EMpire 8-9484 2-1513 
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ARCHITECTS 


2848 Bloor St. W.., 
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Walter Smith & Co. 


Accountants & Auditors 


2461 Bloor St. West, 
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Brokers 
Here's How To Multiply 
YOUR SALES 


By making every Realtor in the Country your agent 


Move your industrial and commercial listings faster by 
national co-op selling through the Canadian Realtor 


Your advertisement in the Realtor will serve a national co-op purpose. It will: 


® Show your property to 5,700 members of the Canadian Association 
of Real Estate Boards from coast to coast. 


® Enable you to sell more, faster, for you will have the co-operative 
efforts of Canada’s realtors at your disposal. 


® Cost you LESS than conventional methods at present employed (e.g. 
direct mail pieces). 


Advertise your high value properties in The Canadian Realtor and thereby take ad- 


vantage of this national medium to reach your fellow realtors. 


Advertising Rates 


Per Insertion One Time 6 Times 12 Times 


One page $140.00 $125.00 $110.00 
Two-thirds page 118.00 104.00 99.00 
Half-page 84.00 74.00 64.00 
One-third page 64.00 57.00 54.00 
One-quarter page 59.00 52.00 47.00 
One-sixth page 40.00 35.00 30.00 
One-eighth page 30.00 27.00 24.00 


Advertising copy to be mailed to: The Canadian Realtor 
19 Duncan St., 


Toronto, Ontario 


The Canadian Realtor is published on the |5th of each month. Advertising 
copy to reach publishers no later than the Ist of the month of publication. 





